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UR Agents can sell policies on the annual 
premium plan, up to $3,000, to young men and 
young women as young as age 2—protective insurance m4 
and Educational and Business Start Endowment Insurance. Nic y : 
This extension of the age limit for Ordinary Insurance down to ua 
age 2 helps our Agents considerably. We issue Participating and 
. Non-Participating Policies. As regards adults, we write contracts 
with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 
only, as may be desired. We issue policies with waiver of Pre- 


“an 


al 


mium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
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Ben Franklin wrote— 


“As you will by that time have learned a quarter of a 
century of uninterrupted service is a decent warrant of 
STABILITY for any business concern.” 
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SAVINGS INSURANCE 
PLAN IS DISCUSSED 


Annual Convention of American 
Bankers Association Gives 
Place on Its Program 


GIVES COMPLETE ANALYSIS 


A. C. Robinson, of Pittsburgh Bank, 
Covers Plan in Every Detail, Ex- 
plaining All Features 


A complete analysis of the new savings 
bank-insurance plan was presented by 
A. C. Robinson, of the Peoples Savings 
& Trust Bank of Pittsburgh, at the Los 
Angeles convention of the American 
Bankers Association on Oct. 3. Mr. 
Robinson’s paper covers the plan in its 
national phase, outlining the various plans 
in operation and giving a summary of the 
attitude of all interests toward it. It is 
an admirable presentation and explains 
many of the points which insurance 
agents have questioned since the inception 
of the idea. The presence of such an 
address on the program of the bankers 
convention indicates the growing import- 
ance of the idea and shows the interest 
exhibited by the bankers in developing it. 
[he address in part follows: 

Studied Principles 


“For a long time I have had the idea 
of combining a savings account with life 
msurance, for, mark you, the advantages 
of the one offset the disadvantages of the 
other; and conversely, the disadvantages 
of the one are corrected by the advantages 
of the other; so that a combination of the 
two seemed ideal in theory if it could be 
worked out in practice. About two years 
ago my ideas had become concrete enough 
to call for some experimenting, and, after 
discussing them with the representative in 
Pittsburgh of the Equitable Life of N. Y., 
our conclusions led him to submit the idea 
to his company, and led me to present it 
to the officers of my institution, who 
constituted a sort of “War College.’ 

“The plan underwent countless modifica- 
tions and almost endless revisions, but the 
tundamental idea persisted in living, de- 
Spite all criticism; so, after a year of con- 
struction, the plan was formally launched 
a year ago this month under the name of 
‘The People’s Insured Savings Plan.’ 
Before beginning, the plan was approved 
by the Insurance Commissioner of Penn- 
sylvania. 

Several Similar Plans 


“We supposed we had an original idea; 
but shortly before making our plan public, 
we learned that a similar enterprise was 
heing conducted by the Lincoln National 
sank of Fort Wayne, Indiana, operating 


under the Gesell plan. These accounts 
were sold as ‘Victory’ accounts. Recently, 
the Harris Trust & Savings Bank of 


Chicago, in conjunction with the Mutual 
Life of New York, has brought out a plan 
ot combining a savings account and in- 
surance, similar to ours in many respects. 
he Colonial Trust Co. of Reading, Pa., 
(CONTINUED ON PAGE 16) 
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HE NATIONAL UNDERWRITER has com- 
"T bited a resume of the inheritance 
tax legislation of the various states 
passed by the legislatures which met 
during 1921 and presents the same here- 
with. This information has been se- 
cured from the various attorneys gen- 
eral and inheritance tax officers of the 
various states in connection with the 
Insurance Salesman’s Inheritance Tax 
Tables, to be issued shortly. The gen- 
eral trend of inheritance taxation in the 
various states is upward, as will be seen. 
The following numerous changes will 
show the activity and interest in this 
branch of taxation legislation. 
+ * a 
Alabama has no inheritance tax, but 
Section 219 of the constitution of 1901 
makes provision for one, should it be 
deemed desirable to pass it. 
* . * 





Colorado passed a new inheritance tax | 


law effective July 10, 1921, by which 
direct heirs are taxed 2 percent up to 
$50,000, 3 percent between that and 
$100,000, 4 percent to $150,000, 5 
cent to $250,000, 6 percent to $500,000 
and 7 percent over $500,000. There are 
three other classifications of heirs with 
taxes running from 3 percent to 16 per- 


Indiana made rather extensive amend- 
ments to the inheritance tax law which 
became effective May 31. The amend- 
ments make changes in the rates, affect 
| joint property, and make taxable trans- 
fers of intangible property of non-resi- 
dents and non-residents’ decedents. 

+ + = 


Iowa made radical changes in its in- 
heritance tax law by which the state 


a graduated basis on direct transfers | 
ranges from 1 percent to 7 percent. Di- 
rect heirs are entitled to an exemption 
of $15,000 each, the tax now being lev- | 
ied on the individual share and com- 
puted accordingly. Direct heirs are all 
placed in Class A. Class B represents 
those that were heretofore classified as | 
collateral and they are taxed at the rate 
of 5 percent in the first instance and the 
rate is graduated to 20 percent. The 
maximum rate is 7 percent except in the 
case of non-resident aliens, when the 
rate imposed is 10 percent and 20 per- 
cent respectively. No exemption is al- 
lowed Class B provided the net estate 
amounts to $1,000 or more. If less, then 
any sum passing to collaterals or the 
persons in Class B are not subject to a 


tax. All non-resident charitable or re- 
ligious corporations are subject to a 
tax. 


The $15,000 exemption allowed each 
direct heir does not entitle such heir to 
receive $15,000 exemption out of the 
Iowa property if there is property lo- 
cated elsewhere, being applied propor- 
tionately to the entire assets of the 
estate, regardless of where located. The 
Iowa law is quite complicated and re- 
quires study to understand it. 


Georgia has adopted a new law in | 
place of the old which provided for 1 
percent on direct descendents in excess | 





per- | 


cent. The new Colorado tax shows a | 
considerable increase over the old rate. 
+ * *~ 


now imposes a tax on direct as well as | 
collateral transfers and the rate put on | 


, of $10,000 


| cannot exceed the amount received by 


of $5,000 and 5 percent on all others 
without any exemption. The new law 
provides for five classes with tax rang- 
ing from 1 percent to 21 percent and is 
a radical increase over the old law. 

+ + * 


In Massachusetts the Act of 1920, 
Chapter 396, extends the tax to apply 
to all property of non-residents within 
the state both tangible and intangible. 
This is effective on estates of persons 
dying on and after May 4, 1920. 

* * * 

Minnesota furnishes some corrections 
| in the statement heretofore published, 
changes having taken effect late in 1919. 

* * * 





Mississippi imposes a tax on the right 
to transfer at the rate of one-half of 1 
| aecnanl upon all amounts in excess of 
$5,000 exemption. 
| * 


* * 


What was done with the special bill 


|of the Missouri legislature on inheri- 
| tance taxation has not yet been re- 
| ported. 

| : @. 4 


| The 1921 session of the Nebraska leg- 
islature amended Section 641 of the re- 
| vised statutes of 1913 and repealed H-R 
199. Under these changes the lien con- 
tinues until the tax is settled and satis- 
fied. Inheritance taxes shall be sued for 
after five years and assessed. Other- 
wise it is presumed to have been paid 
and ceases to be a lien and no action is 
maintainable. Section 6623 provides 
| term for years or life interest, etc., sub- 
ject to tax; the remainder subject to 
certain conditions. Tax due from pay- 
ment may be deferred by giving bond 
| to the state in three times the amount 
of the tax 


« + ~ 


North Dakota has three inheritance 
tax laws and in March passed Chapter 
125, the intent of which is to exempt 
from inheritance tax all intangible 
property of non-resident decedents 
where death occurs on or after July 1, 
1921 

* * 

Wisconsin has made _ important 
changes, increasing the tax materially, 
dating from July 21, 1921. Previous to 
that time the widow had an exemption 
This is now $25,000. Each 
child whether a minor or not is entitled 
to an exemption of $2,000. Of course, 
the exemptions in all cases apply only 
to what the beneficiaries receive, and 


any beneficiary 


Under the present law there is no 
Class 5. The religious, charitable or 
educational organizations are merely 


the exemptions from the tax provided 
by law, and are not included with the 
statutory classes Bequests of these 
corporations must be expended “within 
the state.” The amendments of the law 
of this year in Wisconsin contain a 
unique provision not found heretofore 
in the law, or in that of any other state 
This provision reads as follows: 
“Each child of the decedent shall be 
entitled to credit for so much of the tax 
paid by the widow as applied to any 
property which shall thereafter be 
transferred by or from such widow to 
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AMERICAN CONVENTION 
MEETS IN INDIANAPOLIS 


Central Western City Draws Un- 
usually Large Attendance of 
Company Officials 


LEGAL SECTION’S MUSTER 


Splendid Program Was Offered at the 
Various Sessions—Cunningham 
Slated for President 


By ©. M, CARTWRIGHT 
INDIANAPOLIS, IND., Oct. 5.— 
The annual meeting of the American 


Life Convention got under full headway 
with an unusually large attend- 


This city is central 


today 
From a rail 
road standpoint it is ideal. C. G. Tay 
of the Atlantic Life, a young 
fine intelligence and 


ance 


lor, Jr., 


man, yet one ol 
training, possessing a rich Southern ac- 
cent, a raconteur of negro stories, popu- 
lar in his personal relationships, is pre 
siding and is performing that duty with 
grace and despatch. His address this 
morning dealt with some of the prob- 
lems before the fraternity. 

There is little local entertaining and 
it is a relief. There will be a banquet 
tomorrow evening tendered by the In- 
diana companies over which Mr, Tay- 


lor will preside. Vice-President Fred 
W. Tasney of the Prudential will b« 
the speaker of the evening. Dancing 


will follow 

Vice-President Henry Moir of the 
Home Life is here to represent the Life 
Presidents Association officially He ts 
also the low score man in golf. The golf 
tournament was played Monday and 
Tuesday at the country club. C. H 


feckett of the State Life made the ar- 
rangements 
Legal Section’s Mirewerks 


The Legal Section proceedings Mon- 
day night were enlivened by an attack 
on the American Bar Association for 
its rebuke to Judge Landis and a coun 
ter attack by those who upheld the 
action and felt Judge Landis as base- 
ball arbiter and federal jurist is com- 
mercializing the bench. There were 
some sharp retorts during the contro- 
versy. 

At this Legal Section session there. 
was spirited debate over the status of 
the modern judiciary. Some contended 
that the courts had become incompe- 
tent and unfit in many instances, Others 
deprecated the attack on the courts and 
declared they do not merit harsh criti- 
cism. Some attorneys held that the 
modern direct primary system is re- 


sponsible for the lower standard of 
jurists 
Further Papers Head 
At the evening session of the Legal 


Section, William Ross King of Omaha, 
editor of the “Legal Bulletin,” read a 
paper giving the main legal decisions 





(CONTINUED ON PAGE 2) 
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rendered during the year. Tuesday 
morning the Legal Section heard L. L. 
Bomberger of Hammond, Ind., attor- 
ney for the Northern States Life, on 
“Affirmative Action and the Incontesta- 
ble Clause,” and Andrew Christian of 
the Atlantic Life of Richmond, Va., on 
“Contestability of Reinstatement on the 
Ground of Fraud.” 

George Edgar Turner, former head 
of the Indiana insurance department, 
and now general counsel of the Cas- 
ualty Insurance Information Bureau of 
Chicago, spoke Tuesday afternoon on 
“The Legal Department and Public Re- 
lations.” Mr. Turner contended that 
lief insurance has held aloof from co- 
operating with other insurance interests 
in combatting radical and dangerous 
factors because it was not immediately 
in danger. He urged a larger participa- 
tion of life insurance in the general par- 
ticipation of insurance activities. It 
should not play a lone hand. 


Stone Is New Chairman 


Robert W. Stone of Topeka, counsel 
for the Kansas Life, was elected chair- 
man of the Legal Section for next year 
and W. Calvin Wells, counsel for the 
Lamar Life of Jacksun, Miss., secre- 
tary. 

A committee consisting of F. W. Mc- 
Allister, Kansas City Life: C. A. At- 
kinson, Federal Life, and W. C. Wells, 
Lamar Life, was appointed to bring 
about better cooperation among all 
companies by working in .conjunction 
with the executive committee of the 
American Life Convention. 

President C. G. Taylor opened the con- 
vention with a word of welcome. Mayor 
Charles W. Jewett gave the formal wel- 
come on behalf of the city secretary. 
T. W. Blackburn announced that more 
companies are represented than at any 
previous meeting. H. R. Cunningham 
presided during the address of President 
Taylor. 

The Legal Section fired the opening 
gun of the week by its first session 
Monday morning. Chas. B. Welliver of 
Indianapolis, counsel for the American 
Central Life, is chairman of this section 
and presided. Robert W. Stone of 
Topeka is secretary. Mr. Welliver is a 
spirited, pleasing presiding officer. 

L. A. Stebbins, the insurance attorney 
ef Chicago, read a paper on the Old 
Colony-Ramsey case involving the in- 
contestable clause in Illinois. This case 
has caused wide interest inasmuch as 
the Illinois supreme court held that the 
rights of the assured and insurance com- 
pany were not established at time of 
death. The contestable period con- 
tinued after death. During that period 
a company must take affirmative action 
to cancel the policy if it intended to 
deny liability. 


Peterson Discusses Rent Cases 


C. Petrus Peterson, counsel for the 
Bankers Life of Lincoln, Neb., read a. 
paper on “The Rent Cases—The Doc- 
trine of Overruling Necessity.” He 
showed how the police powers of gov- 
ernment have gradually been extended, 
but no limits have been set. The ground 
for this movement is that the issue in- 
volved was affected with public interest. 
Now it attempts to regulate real estate 
and renting in New York. 

H. H. C. Bates of the legal depart- 
ment of the Metropolitan, a representa- 
tive of the Association of Life Insurance 
Counsel, read a paper on “Reinstate- 
ment.” He cited many cases to show 
that a company has not a large discre- 
tion in declining to restore policies if 
the assured is in good health. Aside, 
however, are the moral and occupative 
hazards that should be considered. The 
courts, however, are very strict. 

Secretary T. W. Blackburn of the 
American Life Convention told about 
the plan now pending in the senate to 
tax life companies, viz., 15 percent on 
their net income. The income comes 
from dividends, interest and rents. He 
said he was confident the finance com- 
mittee would make the tax for 1921 10 
percent, the same as other corporations, 
and that the exemption of $2,000 will be 
allowed as in case of general corpora- 





COMMONWEALTH SOLD 


CHANGE IN OMAHA COMPANY 


Possession Secured by Illinois Inter- 
ests, Supposedly by the Standard 
of Decatur 


The Commonwealth Life of Omaha 
has been purchased by a group of IIli- 
nois and Iowa men. The president, 
Franz Nelson, has resigned and has also 
retired from the board of directors. F. 
J. Euhling, former secretary, has been 
elected president, and Charles Whit- 
field, former teller of the Farmers & 
Merchants State Bank & Trust Com- 
pany of Decatur, III, has been elected 
secretary. 

The Commonwealth Life now has 
over $37,00,000 of insurance in force 
and assets of nearly $3,000,000. Its capi- 
tal is $100,000. It is understood that 
the Standard Life of Decatur has se- 
cured possession of it. 


New Men Get Control 


Iowans interested in the transaction 
are Noah Williams and A. C, Johnson 
of Ida Grove and A. C. Tucker of the 
State Life of Des Moines. Illinoisans 
are J. R. Paisley, head of the Standard 
Life of Decatur; W. K. Whitfield, gen- 
eral counsel for the Standard, and his 
son, Charles Whitfield. 

The home offices will remain in 
Omaha for a year at least, after which 
they will be removed to, Decatur and 
merged with the Standard unless pres- 
ent plans are changed. ° 


Merger Gives Big Volume 


As the Commonwealth has at the 
present time nearly $38,000,000 of in- 
surance in force, while the Standard 
Life has about $46,000,000, a merger 
of these interests means that a total 
of $84,000,000 may later be credited to 
the standard Life. 

The Standard Life began business 
in 1914 under the name of the Protec- 
tive League Life, and reinsured the 
Mutual Protective League of Decatur, 
Ill., a fraternal organization conducted 
on a legal reserve basis with adequate 
reserves. The company has reinsured 
several assessment organizations, and 
in 1920 reinsured the Provident Life, 
of Des Moines, adding $7,000,000 to 
its insurance in force thereby. The 
capital stock of the Standard is $225,- 
000 and it reported a net surplus on 
Jan. 1, 1921, of $278,703. The company 
is regarded as being in most excellent 
financial condition and well managed 
in all respects. 





| branches throughout the city. 


IS BROKERAGE OFFICE 


NEW LIFE INSURANCE PLAN 


Craftmen’s National Service Bureau Is 
Writing for Assured, Not the 
Company 


The Craftsmen’s National Service 
Bureau, a $100,000 Illinois corporation, 
has opened offices in Chicago, for the 
purpose of acting as brokers for Ma- 
sons for life insurance policies. The 
company, of which E. E. Rullman, re- 
cently general agent of the Lincoln Na- 
tional in Chicago and formerly manager 
of the Chicago office of the Masonic 
Mutual, is president, will act as brokers, 
though practically all of its policies will 
be written through the Columbus Mu- 
tual, which is putting out a perfected 
endowment policy, the policy to be em- 
phasized in the sales of the new com- 
pany. The sales of the company are not 
to be confined to Masons only, a sep- 
arate organization, the Perfected Serv- 
ice Company, of which Mr. Rullman is 
vice-president, having been organized 
for the sale of policies to non-Masons. 

Is on Brokerage Plan 

The new company has taken the en- 
tire country as its field and expects to 
open offices in all of the leading cities 
in the near future. It is not confined 
to the Columbus Mutual and will make 
connections as it is able in cities where 
this company is not writing policies. 
The plan is to feature the perfected en- 
dowment policy, the work of W. W. 
Smith of Philadelphia, and will only 
write other policies where conditions 
warrant. The company is formed with 
an idea of giving Masons legal reserve 
insurance, not from a company stand- 
point, but from a policy standpoint. It 
has general offices in the Masonic Tem- 
ple in Chicago and is opening agency 
A staff 
of agents is now at work in the Illinois 


| territory and over $100,000 in business 


was written in the first week. The gen- 
eral office also expects to furnish the 
means of disposing of side-line business 
through its own channels, the agents 


| turning all business into the office and 


not spending time in placing it indi- 
vidually. It is a new plan and is a na- 
tional life insurance brokerage house, 
specializing on Masons. 


Franklin Life’s Addition 
The Franklin Life is adding 10,000 
more square feet to its home office 
building at Springfield, Ill. Its business 
has grown to the point where it re- 
quired more space. 





tions. Next year and thereafter the tax 
will be 15 percent. 

Monday evening W. R. King, editor 
of the “Legal Bulletin” of the Conven- 
tion, reviewed the year’s court decisions 
applying to life insurance. 

R. W. Stevens of the Illinois Life in 
his address Wednesday on “The Part- 
Timer and His Place in the Business,” 
presented an able defense of the part- 
time man who honestly creates business. 
Mr. Stevens pointed to the general use 
of part-time men in rural sections and 
asked why the metropolitan district de- 
serves more expert advice or better 
service than the farmer. He said that 
the part-timer reaches a group of citi- 
zens that would not otherwise be 
reached. Districts that cannot support 
a full-time agent and prospects who 
would not be profitable for the entire 
time of a solicitor are approached by the 
part-timer. This  agent-banker, or 
agent-merchant, carries the benefits of 
life insurance to people and places 
otherwise unreached. He is a neces- 
sary and valuable influence for com- 
panies to use in the development of 
their business. Ambitious and deserving 
men are given encouragement and op- 
portunity to learn the insurance busi- 
ness through the use of their spare time. 





Mr. Stevens said that although the part- 
time man, whose contract is merely used 
to conceal a rebate or other advan- 
tage, should unquestionably be dis- 
carded, the man who is hoping to 
advance socially and financially by 
learning the insurance business during 
his spare time should be encouraged. 
He said that every truly American life 
insurance organization would be willing 
to grant this to the deserving man. 

In his paper on “Reciprocal and Re- 
taliatory Laws—Why and When,” 
Francis V. Keesling of the West Coast 
Life said that reciprocal and retaliatory 
laws grow out of the desire for promo- 
tion of uniformity and that they will 
continue so long as the present “dual” 
system of government continues. He 
referred to the new and smaller com- 
panies as having especially hard sled- 
ding under the present obstructive leg- 
islation. Although competition for life 
insurance should not be feared, the 
home companies in the various states 
have been fostered by state laws. He 
said that ethically the spirit of retalia- 
tion is wrong and such laws cannot be 
justified, though practically this is not 
the case. 











| NEW INHERITANCE 
| TAX LEGISLATION 
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any such child, provided the widow 
does not survive said decedent to ex- 
ceed ten years.” 

The purpose of this amendment is to 
prevent the sort of double taxation that 
occurs when a man dies leaving prop- 
erty to his widow upon which she must 
pay a tax, and upon her death there- 
after when the property passes to the 
children they must pay another tax 
upon the same property. The amend- 
ment avoids this result by providing 
that the children are entitled to credit 
for any tax which the widow has paid 
upon the same property, provided the 
widow does not survive more than ten 
years after the death of her husband. 

It might be added in connection with 
Wisconsin that the supreme court has 
held that the federal state tax is not a 
lawful deduction in determining the net 
estate; also that the court has held that 
transfers made within six years are tax- 
able within the language of Chapter 
643, 1913. 











+ * * 


In New Mexico the new law enacted 
by the 1921 session of the legislature 
places the operation and administration 
of the law in the state tax commission 
It also makes appraisal required under 
probate law legal for inheritance tax 
purposes except where additional ap- 
praisal is required by the commissio: 

* * * 


West Virginia makes important 
changes in its law and rates effective 
Aug. 3, 1921. Of direct descendants or 
lineal ancestors the widow is given $15,- 
000 exemption and others $10,000. There 
are no other exemptions. In Class A 
(direct) the tax ranges from 2 percent 
up to $50,000 to 7 percent in excess oi 
$500,000; in Class B (brother or sister) 
from 4 percent to 14 percent; and it 
Class C (blood relations farther re- 
moved) from 6 percent to 21 percent 
Bequests to be used wholly within the 
state for education, literary, scientific 
religious or charitable purposes or 4 
state charitable or municipal corpora- 
tion for public purposes are exempt 
Class D (all others) from 10 percent to 
35 percent. 

* * * 

The state of Washington has amended 
its Inheritance Tax law, adding be 
quests from schools and colleges to the 
exemption statutes. The 1917 amend- 
ments of the law fixed graduated rates 
on bequests from direct heirs and also 
increased the graduated rates on be- 
quests beyond the first degree of rela- 
tionship. The rate on delinquent tax 15 
8 percent, having been changed by the 
1917 law from 6 percent. 

The “Insurance Salesman” will pu- 
lish in its next issue the complete tables 
for all the states, covering all 
changes made by the 1921 legislatures 


the 
tne 


Philadelphia Life’s Campaign 


The new business production cam 
paign conducted by the field force o! the 
Philadelphia Life in September in honor 
of Clifton Maloney, who was vice-pres* 
dent when the testimonial drive Ww? 
announced and has since succeede 
deceased father as head of the in 
tion, resulted in the writing of examiec 
business amounting to $2,250,000. © 
which the home office staff furnishee 
$800,000. The agency force will ¢*- 
deavor to duplicate this splendid recor? 
during October to celebrate the prom> 
tion of Clifton Maloney to the 
dency and of Jackson Maloney, | 
ager of agencies, to the vice-presicen©! 


nresi- 


The Darby A. Day agency of the M2- 
tual Life of New York in Chicago ®* 
achieved the total of $4,254.705 in wrt’ 
business for September. This is mace: 
from a total of 801 applications. +** 
paid-for business totals $2,860,67! 
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GREAT OPPORTUNIT 
NOW OPEN TO AGENTS 


Adverse Financial Situation Not 
Affecting Sale of Insurance 
Unless to Increase Need 


VIEW OF GENERAL AGENT 


Very Men Who Have Lost Heavily on 
Stock Market or in Business Are 
Best Prospects 


Life insurance men who are making 
the most progress at the present time 
seem to agree that the period is espe- 
cially propitious for strong production 
providing a life insurance man is will- 
ing te work harder than usual and pro- 
viding also that he is able to present his 
subject in a very intelligent way. 

There are hundreds and thousands of 
men who have made a big success in 
business and commercial lite who have 
lost money during the last year or so, 
not only in their own business but on 
investments. They have been through a 
very trying time. Following an era of 
great prosperity they were suddenly 
thrown into a state where they were 
almost helpless. Stocks and bonds of 
every description went down, They had 
to take a lot of punishment. Life insur- 
ance during this period has kept on 
solid ground. It has not fluctuated an 
iota. It has always been at par. Un- 
doubtedly the solidity of life insurance 
has made a greater appeal during re- 
cent months than ever before. In the 
midst of chaotic business conditions, ex- 
treme sluggishness and inability of busi- 
ness men to see daylight, life insurance 
apparently is the only lighthouse on a 
rocky shore. 


No Lack of Prospects 


One of the ablest agency managers 
said the other day that successful busi- 
ness men who have had to make big 
sacrifices and undergo heavy losses are 
the best prospects for life insurance to- 
day. Almost all of them can manage 
to rake up enough money to pay their 
premiums. He said that a life insurance 
man who goes to these people in a sym- 
pathetic attitude will not get very far. 
These men want a regular program 
mapped out. They desire a definite line 
of action placed before them. If, there- 
tore, a life insurance man can show to 
prospects how life insurance will help 
them in this period of readjustment, it 
will be sold. This agency manager said 
that the arguments for life insurance 
were never so strong as right now. The 
man, however, who is simply going 
around selling life insurance without a 
definite, concrete individual line-up for 
his bigger customers, will not achieve 
anything remarkable in result. It is the 


hi : : 

ig men who are interested in large 
lines of life insurance today. It is the 
men who have made a lot of money. 


I t now they are having a struggle. 
They want to conserve what they have 
d tide over their fortunes until a bet- 
day arrives. This is one of the big 
missions of life insurance. The agent 
today who can show how life insurance 
particularly adapted to depressing 
conditions need have no fear of their 
“luction being lessened. 
Call for Students of Business 


‘his agency manager said that there 
greater call for intelligent clear 
med men of penetrating power who 
can analyze a situation and gather to- 
k: ther scattered threads, can take in at 
a glance a man’s need and can show 
hm how he can use life insurance to 
good advantage. These men are having 
I trouble in getting a hearing and they 
art selling their goods. All will agree 
‘at a campaign of this character means 
meeting men of more than ordinary in- 


HARTFORD OPTIMISTIC 


BUSINESS SEEN ON UP-GRADE 
Barometer of Insurance Indicates Im- 
proved Situation, Some Excelling 
Last Year’s Record 


Perhaps one of the best barometers 
of business conditions today is the de- 
mand by the general public for insur- 


ance. Many Hartford insurance men 
have remarked within the last few 
weeks on the decidedly better situa- 
tion. 


Secretary R. H. Cole of the Connec- 
ticut General is quoted as saying the 
reports already received for September 
from the company’s own agency forces 
show an increase of $1,000,000,000 of 
new regular life insurance over Sep- 
tember 1920. 

Then too, comes the report, through 
one of the agency bulletins of The 
Travelers, saying that on Monday and 


Tuesday, Sept. 26 and 27, that com- 
pany received 1,000 applications tor 


new accident policies. 
Passing Last Year Totals 


As to the mark set by the Connecti- 
cut General it is significant that up to 
Sept. 1 this year that company wrote 
$52,300,000 of new life insurance com- 
paring with $52,500,000 for the first 
eight months of 1920, or a gain up to 
September 1 of nearly $1,000,000 in 
new business. The fact that the in- 
crease for the month of September 
should be greater than the previous 
eight combined, it is believed, indicates 
a decided change in business sentiment 
and a much more optimistic spirit than 
prevailed recently. 

The Travelers has made no other 
statement as to the number of applica- 
tions it has received this year or the 
number it received during the month 
so no comparison can be made, but as 
no other company has advertised its 
figures this year it seems as though 
the leading writer of accident insur- 
ance has established a new record for 
that business this year. 


Larson’s Agents Meet 


General agents of the Central Life in 
Wisconsin met with A. C. Larson of 
Madison, state manager, for a confer- 
ence last Saturday. Those present 
were W. J. Webster, Wausau; E. A. 
Lewis and A. L. Bricksen, Eau Claire; 
Martin Stenison, La Crosse; W 
Knight, Wild Rose; C. W. Van Berg, 
Waupun; A. D. Olson, Milwaukee; j. F. 
Stuckert, Sheboygan; W. E. Smith, 
Appleton; E. W. Leslie, Racine; D. D. 
Uehner = and Ambrose Osterheld, 
Stoughton; W. H. Larson, Wyote; EF 
C. Crump and Thos. Mithus, Madison; 
Harry Hansen, Green Bay; Geo. Far- 
nam, Edgerton, and Henry Greenwald, 
Madison. 


Malpas Succeeds Harsh 


F. D. Harsh, secretary of the Rein- 
surance Life of Des Moines, has re- 
signed. He is succeeded by R. M 
Malpas of Indianapolis, who is_con- 
nected with the actuarial office of Frank | 
J. Haight. Mr. Malpas has had a wide | 


experience in insurance work. 


come and men who are in control of 
large affairs. It is almost impossible to 
attract the smaller man today who :s 
having difficulty in making both ends 
mect. However, the bigger fellows can 
be shown just how life insurance is well 
fitted to meet every emergency. 

This agency manager said that when 
men are flourishing and prospering they 
really do not need life insurance to 
bolster them up. It is the time when 
credit is shaken, when sales are badly 
off. when there is a financial depression 
and when there is great uncertainty, 
that life insurance comes to them as 
about the only factor that will tide them 








over during a time of emergency. 








REPORT STILL HELD UP 


NOTHING YET ON PRUDENTIAL 


New Jersey Commissioner Withholds 
Announcement Until Other De- 
partments Examine it 


NEW YORK, Oct. 4.—Out of cour- 
tesy to the several states that co- 
operated with New Jersey in the re- 
cently concluded examination of the 
Prudential, Commissioner Tuttle of 
New Jersey, refuses to make public the 
report or to give any inkling as to 
its contents, until his particularly in- 
terested fellow commissioners have had 
full opportunity to go over the find- 
ings of the examiners and to make 
such comment as they see fit regarding 
the conclusions and recommendations 
contained therein. The examination 
of the company began early in July 
in response to a request for such action 
by the directors of the Prudential, who 
asked that its operations be covered 
“from 1902 to the present time, with 
especial reference to the matters 
touched upon during the Lockwood 
Committee proceedings.” These latter 
particularly were the personal hold- 
ings of officers of the Prudential in 
stock of banks in which the 
was a large depositor; the reputed ad- 
vance by the Prudential of funds with 
which the Fidelity Trust Company 
years ago sought to purchase control 
of the life insurance company; the 
general investments of the Prudential, 
and the plan under which the annual 
election of its directors was  con- 
ducted. 

Five States on Probe 

The states participating in the in- 
vestigation, in addition to New Jersey, 
were New York, Massachusetts, Mis- 
souri and Indiana. Illinois Michigan 
and Wisconsin were invited to co- 
operate as well, but declined; all three 
being overburdened with work at the 
time. 

It is known that each of the matters 
upon which light was sought by the 
Lockwood Committee has been care- 
fully and fully gone into, and all essen- 


tial particulars with respect thereto 
given in the report, which is under- 
stood to be very voluminous. What- 


the recommendations of the commis- 
sioners may be, these will be accept- 





able to the management of the Pru- 
dential, which is anxious that the truth 
and the truth only regarding the af- 
fairs of the great institution be set 
forth 


More Charges in Colorado Case 


Officials of the Mountain States Life 
of Denver have filed affidavits with the 
Colorado Civil Service Commission, 
preferring additional charges against 
Commissioner Earl Wilson. An aff- 
davit filed by President Fairchild of the 
Mountain States Life says that Com- 
missioner Wilson contributed money to 





| Commissioner Wilson 


; service, 
l|agents of the company, charging that 


a common fund raised by the Colorado 
Association of Life Underwriters for 
the purpose of eliminating the Mountain 
States from business and then con- 
ducted the investigation of charges pre 
ferred by the underwriters. The amount 
contributed is placed at $425. Another 
affidavit, filed by L. E. Hubbard, chief 
counsel for the Mountain States charges 
with attempting 
to secure dismissal of charges preferred 
by the insurance company in support of 
a demand for his dismissal from the 
Statements have been filed by 


Mr. Wilson attempted to induce them 
to sever their connections with the com 
pany through references to the incom- 
petency of the officials of the Mountain 
States Life. 


Dr. Charities BE. Albright, the big pro- 


ducer of the Northwestern Mutual Life, 
Milwaukee, and family have returned 
from their summer home at Oconomowoc, 
Wis., after an extended stay. 


company | 


ever the findings of the examiners or | 





COMMISSIONERS MA 
DONALDSON PRESIDENT 
Both Vice-Presidents Come From 


West, Thus Breaking Away 
From Precedent 


NEW OFFICIALS ON HAND 


Recent Acquisitions to Commissioners’ 
Ranks Make Very Favorable 
Impression 


NEW OFFICERS ELECTED 
President, Thomas B. Denaldsen, Penn- 
sylvania, 


First Vice-President, 
Wisconsin. 


Piatt Whitman, 


Second Vice-Presideat, B. 0. Fishback, 
Washington. 


Secretary-Treasurer, 
Virginia, 


Joneph Battten, 


Executive Committee, Jesse 5. Phillips, 
New York, chairman; James F. Ramey, 
Kentucky: Burton Mansfield, Connecti- 
cut; Clarence W. Hobbs, Massachusetts; 
Joseph G. Brown, Verment; W. N. Van- 
Camp, South Dakota; A. C. Savage, Iowa. 





rrue to its traditional form, the fifty- 
session of the National 
Convention of Insurance Commissioners 
in Louisville last week was given over 
largely to the cultivation of good fel- 
lowship and the hearing of formal 
papers discussing vital insurance prob- 
lebs. The committee work meeting of 
the association is held regularly in New 
York City each December and it will be 
done there this year at the Astor Hotel, 
Dec. 6-8. 

A great many able insurance commis- 
sioners have addressed past conventions 
and many decidedly valuable contribu- 
tions have been made by them, but 
nothing more comple, masterly or 
scholarly has been heard by the con- 
vention than the paper of Clarence W. 
Hobbs, Massachusetts insurance com- 
missioner, who spoke Wednesday 
morning on “Uniformity As to Invest- 
ment.” 


second annual 





Weeding Out Inefficient Ageats 


for weeding 
out undesirable insurance agents was 
made by Deputy White of the West 
Virginia department, who said that the 
commissioners ought to keep a list of 
agents who have been discharged by 
companies for reasons which showed 
clearly that they were unfit to deal with 
the public in the sale of insurance pro- 


A practical suggestion 





tection and then refuse them licenses 
when other companies came forward 
proposing to make such agents their 


representatives. 

Commissioner Donaldson was enthu- 
siastic in his praise of his insurance ad- 
visory board plan as a remedy for 
weeding out inefficient agents. He rec- 
ognized, he said, that the companies 
must do the real work, but he had 
found it necessary in nearly all cases 
that the insurance commissioner should 
furnish the initiative and aggressive 
spirit to bring about a reform 





New Commissioners on Hand 


There was comment, both during the 
the convention and in the 
about the ability and insur- 
ance knowledge of several of the new 
| commissioners who appeared for the 
| first time at the convention. Among the 
commissioners whose previous activities 
have made them familiar with insurance 
problems from one angle or another are 
T. J. Housten of Illinois, T. S. McMur- 
ray, Jr., of Indiana, Stacy W. Wade of 
North Carolina, and B. W. Gearheart 
of Ohio. The latter ‘three were on the 
program and showed clearly by their 
discussion of insurance problems that 
they were familiar with the business 


sessions ot 


corridor s, 
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Commissioner E. N. Rogers of Tennes- 
see made a favorable impression at his 
first appearance during one of the dis- 
cussions, as did also Leonhard T. Hands 
of Michigan. One of the attendants at 
the convention was Ben C, Hyde, now 
the insurance commissioner of Mis- 
souri, having just been appointed by his 
brother, the governor. 


South Carolina’s Succession 


South Carolina continues to present 
an interesting personality in Commis- 
sioner J. J. McMahan. McMahan suc- 
ceeds McSwain, who succeeded McMas- 
ter. The “Mcs” seemingly are in line of 
successsion for insurance commissioner 
in South Carolina. Mr. McMahan’s de- 
fense of the South Carolina investment 
law, in reply to what he interpreted as 
an aspersion on his state contained in 
Commissioner Hobbs’ paper on invest- 
ments, was completely effective in win- 
ning the good will of the convention, 
both for the South Carolina commis- 
sioner and for his state. 

In the election of H. O. Fishback of 
Washington as second vice-president, 
the convention departs somewhat from 





its ordinary procedure, which has been 
to alternate the officers from east to 
west. As the list now stands, both the 
first and second vice-presidents are 
from the middle west and west. Com- 
missioner Fishback is popular with the 
members of the convention, completely 
dominating any group with which he 
mingles without any effort on his part. 
He is probably about six feet, four 
inches tall and his other proportions are 
in entire keeping with his height. 


Committee Reports Adopted 


Two committee reports were finally 
adopted at Louisville. One of them 
recommended that the Richman bill re- 
lating to fraternal organizations should 
be placed before all state legislatures 
for passage. The other was the report 
of the committee on blanks, which set 
forth the valuation form for fraternal 
societies. A number of communications 
were referred to committees for con- 
sideration and future action including 
one from the National Association of 
Life Underwriters, asking that the com- 
missioners consider recommendation of 
a standard incontestable clause for life 





insurance shinies. The report of the 
Convention Committee on Gain and 
Loss Exhibit Forms of Lite Companies 
recommended that the addition and sub- 
traction form as used at present should 
be retained but that there should be 
some action taken to bring about more 
uniformity in preparation. It was also 
recommended that the report should 
show the insurance in four groups as 
regular, group, annuity and disability. 
This report and exhibit is to be re- 
viewed and considered by the American 
Life Convention, the Association of Life 
Insurance Presidents and the Insurance 
Commissioners. The commissioners } 
hope to be able to adopt this report 
finally at their May, 1922, convention. 
Another report which goes over to De- 
cember for action is that of the Com- 
mittee on Law and Legislation concern- 
ing the proposed model law for licenses 
of agents which has been proposed both 
by the National Board of Fire Under- 
writers and of the National Association 
of Insurance Agents. It is expected 
that the commissioners will endorse the 
proposed measure at its December 
meeting. 
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CLUB HOLDS SESSION 








63 MEN QUALIFY THIS YEAR 





| Central States of St. Louis Entertains 
$100,000 Men in New Home 
Offiee Building 





The annual meeting cf the $100,000 
Club of the Central States Life of St 
Louis was held in the company’s new 
home office building Sept. 20-Oct. 1 
The business sessions were held in th 
club rooms of the building. 

D. E. Foley of Nebraska won the 
Club presidency by paying for 120 polli- 
Ties for $578,500. R. T. Williamson 
of Oklahoma won the vice-presidency 
with 207 policies totaling $459,000. 
Mrs. A. B. Price of the St. Louis 
agency was re-elected secretary of the 
club. Sixty-three salesmen qualified 
for the 1921 club, the same number 
as qualified in 1920. 

At the opening session talks wer« 
given by D. E. Foley, the new presi 
dent and R. T. Williamson, the vic: 
president. The company’s vice-presi- 
dent, George Graham, talked on 
“Company Problems.” 

Other topics of the meeting were 
“Conservation of Business,” “New 
Arguments for Life Insurance,” “Se- 
curing Interviews,” “Putting Vision 
into Sales,” “Compensation Paid for 
Hard Work” and “Widow and the 
Claim Check.” 

The Central States Life offers very 
liberal persistency prizes. Any club 
member whose second year business 
renews 65% or better is entitled to a 
prize of from $2.50 to $17.50 per point, 
depending upon volume. The com- 
pany this year distributed over $4,500 
Phil W. Price of the St. 


in prizes. 
Louis agency, whose business re- 
newed 100% won the persistency 


chiertainship. 

On Thursday evening a_ reception 
was held for the visiting salesmen 
which was attended by the officers, di- 
rectors and employes. Nearly 200 
were present. Supper was served in 
the club room, followed by dancing 
on the main floor. Friday evening 
the club members were entertained at 
a dinner at the new Hotel Claridge 
followed by a theatre party. The after 
noons were given over to baseball, golf 
and sight seeing trips. 

Prior to the meeting Secretary V. F 
Larson of the company arranged for 
an 18-day contest among the 63 club 
members. Nearly every member con- 
tributed some business and the total 
was over $900,000. 





Missouri Commissioner Named 


Governor Hyde of Missouri has issued 
a commission for his brother, Ben C. 
Hyde of Kansas City, as_ insurance 
commissioner for a term ending July 1, 
1925. The governor has held up the ap- 
pointment in order that Alfred L. 
Harty, who has been the president ©! 
the National Convention of Insurance 
Commissioners, might attend the an- 
nual meeting and that Missouri might 
be represented at the convention. 

Coincident with the appointme: 
Governor Hyde’s brother as insurance 
commissioner comes the announcen ont 
ong Jefferson City that the governo 
has disposed of $5,000 worth of oe 
in the Liberty National Life of Cape 
Girardeau, Mo. Questioned about te 
stock, the governor verified the report 
that he owned it, but said that he had 
made arrangements when in Cape 
Girardeau last Thursday for its sa! _ He 
stated that while he did not think # 
necessary to sell the stock, as he was 
not to be the insurance commissionet, 


it of 


yet he had sold it in order to for stall 
criticism. The governor also st tates 
ane 


that neither he nor his brother ow 
any other stock in any insurance com 





pany. 
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LIFE INSURANCE EDITION 





ATTITUDE IS CHANGED 


PUBLIC IS MORE RECEPTIVE 





Factors in New View of Life Insur- 
ance Outlined at Taylor Agency’s 
Dinner in Philadelphia 





PHILADELPHIA, PA., Oct. 4.— 
“The main reason for the changed atti- 
tude of the business world toward the 
life insurance agent may be summed 
up in one word—education,” declared 
Walter K. Hardt, vice-president of the 
Fourth Street National Bank of Phila- 
delphia, in his address at the monthly 
agency dinner of the C. B. & H. M. 
Taylor agency of the Northwestern 
Mutual Life Ffiday night. 

Mr. Hardt, who showed a surpris- 
ing knowledge of life insurance, talked 
very frankly and minced no words in 
delivering his message. He gave five 
reasons for the changed attitude of the 
business world towards the life insur- 
ance agent—education, the introduc- 
tion of more liberal provisions in life 
insurance policies, popularly of group 
insurance, federal legislation, and the 
raising of the standard of the solicitor. 

He declared that the main and es- 
sential reason for the changed attitude 
is education, that the agent has been 
educated and is educated. Further- 
more, he stated that the agent is work- 
ing on education 80 percent of his 
time. 
“I think,” he asserted, “that the sub- 
ject of education comes up in the mind 
of the prospect himself if he should be 
a progressive man. After education, 
is the introduction of more liberal pro- 
visions.” 
On his second point, Mr. Hardt 
stated that he did not think that the 
companies should all break their backs 
in trying to liberalize the other fellow 
but that the introduction of the dis- 
ability clause was what he had in mind. 
He declared that the companies and 
agents are educating the public to 
these more liberal provisions so that 
the reasons for the changed attitude 
towards the agent comes back to edu- 
cation, 


Effect of Group Insurance 


Third, he contended that the popu- 
larity of the group insurance policy 
has done a great deal towards chang- 
ing the attitude. He stated that the 
agent may not get an interview with 
an executive for personal insurance but 
that he will get an interview for group 
insurance, 

“The introduction of the group in- 
surance principle has gotten the agent 
an interview with an executive,” he 
said, “that he would otherwise not 
have gotten.” 

He pointed out that the agent, while 

getting an interview on group insur- 
ance may sell the executive a personal 
policy and cited where an agent had 
called on him for group insurance 
when the idea was new and that before 
the matter was disposed of, had sold 
him a personal policy of $20,000. 
P Fourth, he stated that federal legisla- 
ion—exemption from inheritance tax, 
exemption from income tax for pay- 
ment of policies to beneficiary—had 
had a great deal to do with the changed 
attitud. 

Lastly,” he declared, “and what I 
sometimes think is the real reason, is 


“e raising of the standard of the so- 
lcitor, And that brings us back to 
education ; increase in the store of 
knowledge of your own business. You 


can't know too much about your own 
business.” J 
we Young, head of the New 
*ork insurance School, who was also 
a spea er, said: 
Pt. gent must be ready to teach 
when < le and reasons of insurance, 
not be a a life risk. He should 
eer rey a salesman. In fact, 
insura: = ye not sold, it is written; and 
Tfance companies are not wealth- 





Big League 
Opportunities 
Open in 


Arizona 
California 
Colorado 
Illinois 
Indiana 
Iowa 
Michigan 
Minnesota 
Montana 
Nebraska 
New Jersey 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Pennsylvania 
South Dakota 
Texas 
Utah 
West Virginia 











Creating institutions.” 









Your Batting Average 


When you go to bat with a pros- 
pect are you confident you can deliver 


the goods? 


Your batting average is cut down 
materially if you have to pass up all 
prospects who are not standard risks. 
You slump several more points if you 
cannot write women on the same basis 


as men. 


Lincoln Life agents can tackle all 
of them with the assurance that poli- 
cies will be written on practically every 
application they send in to the Home 


Office. 


You are sure of Home Office sup- 
port which will give you a high batting 


average when you— 








The Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 


Lincoln Life Building, Fort Wayne, Indiana 
Now More Than $185,000,000 in Force 
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GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
















Insurance in force tien $128 ,000,000 
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SOUTHERN COMPANIES’ EXPERIENCE | 








Do They Show a Better Mortality Ratio in Their Home 
Territory Than Others Writing in the Same Section? 








UCH interest was aroused among 

life insurance men by statements 

made by a prominent actuary at 
a recent actuarial meeting to the etfect 
that in the South, where the experience 
of life insurance companies generally 
has been by no means favorable, the 
Southern companies showed a much 
better mortality ratio in their home ter- 
ritory than did the companies of other 
sections for that same territory. 

Executives and actuaries of promi- 
nent Southern companies to whom this 
question was submitted by Tue Na- 
TIONAL UNDERWRITER are not agreed as 
to the correctness of the statement. 
Some of them uphold the correctness 
of the theory while others are inclined 
to doubt it. In commenting on that 
subject and on the question of insur- 
ing women, the president of one of the 
leading companies in the southeastern 
section said: 

“It is a general claim of southern 
companies that their mortality experi- 
ence is much more satisfactory than 
that of companies of other states who 
operate in the South—that is, the larger 
companies. I know from our own ex- 
perience that many cases are declined 
by us which are approved by the older 
companies, and we have from time to 
time seen the results in the payment of 
death claims by them on such cases. 


Peculiar Conditions in South 


“From our knowledge of conditions 
41 of the South, there are certain peculiar 


situations requiring close study and in- 
vestigation. We believe that Southern 
companies domiciled in the South know 
of these conditions, therefore safeguard 
their interest. 

“It is my understanding that the 
larger number of Southern companies 
accept female risks. This company did 
not write this class of business until the 
beginning of this year, but we throw 
very rigid restrictions about it. It 
seems from our investigations that the 
heavy mortality experience on this class 
of risk is on joint life policies and this 
company does not write joint life with 
a woman as one of the insured.” 

Other comments on the same ques- 
tions from officials of Southern com- 


panies are as follows: 
* * * 


J. C. Cameron, vice-president and 
actuary, Great Southern Life—Your 
quotation seems to suggest that the 
mortality experience of Southern com- 
panies is better than that of companies 
with home offices in other sections of 
the country irrespective of what sec- 
tion the latter companies do business 
in. I am inclined, however, to think 
that the actuary whom you are quoting 
must have had reference to the mor- 
tality experience of Southern business 
only as between companies with home 
offices in the South and companies whose 
home offices are considerably distant 
therefrom. 

As you are no doubt aware, the re- 
cent American-Canadian Mortality In- 
vestigation (which was one on insured 
lives by policy amounts) included a 
special investigation of mortality ac- 
cording to habitat at date of application, 
which showed that the mortality in a 
group of seven Southern  states— 
Florida, Georgia, South Carolina, Ala- 
bama, Arkansas, Louisiana and Missis- 








the American Men Table, the latter 
mortality being in respect of the United 
States as a whole. It was also estab- 
lished that the mortality in the Texas. 
Oklahoma section was about 9 percent 
in excess of the American Men mor- 
tality. 

I regret that I cannot give you any 
results from my own observation as | 
have not yet checked the mortality of 
the Great Southern against that of any 
modern mortality table. So far as a 
mere speculative opinion has any value 
in regard to the mortality of Southern 
business it seems reasonable to believe 
that the companies operating in these 
sections should with their more intimate 
and readily accessible information be in 
a better position than outside com- 
panies to select their risks and thereby 
exclude at least some of the special 
factors which contributed to the com- 
paratively high mortality in certain 
Southern states. 

As regards the insurance of women, 
this company has never catered largely 
to such business, but we do not confine 
our solicitation to employed women. 
However, when we insure a married 
woman we make it a rule not to issue 
a policy, whether in favor of husband 
or dependent children, for a_ greater 
amount than that carried by the hus- 
band. 

* * * 


S. E. Allison, actuary, Pan-American 
Life—We took off the experience of 
the Pan-American for the years 1912 
to 1917, inclusive, carried up to the re- 
newal date in 1918, and found that our 
mortality was 47.95 percent of the 
American Experience Table of Mor- 
tality. Of the business exposed 80 
percent was written in the Southern 
states. It is to be assumed that South- 
ern companies, through their greater 
knowledge of Southern conditions and 
their ability to more carefully select 
their examiners, would have a more 
favorable mortality than companies that 
are not so acquainted with the territory 

The greatest problem in the writing 
of Southern business is that of obtain- 
ing the proper type of examiner. This 
has been largely overcome by an ¢x- 
change of information between South- 
ern companies and the elimination 
thereby of unsatisfactory medical e- 
aminers. Then, there is no portion o! 
the country in which there has been 4 
great an improvement in state require 
ments for the practice of medicine ™ 
the last decade as there has been in the 
South, * * 6 


T. W. Vardell, President Southwest 
ern Life—I do not agree with the state 
ment that the companies, either as 4 
whole or individually, who are located 
in the South, or who have their home 
offices in the South, have experience? 
any more favorable mortality than hav¢ 
the companies with home offices ™ 
other sections of the country. 

My conclusion is based upon my & 
perience and my knowledge of South- 
ern companies, and also after noting 
the mortality experiences of the com 
panies, as published in Best's and other 
publications. The fact is, as I under 
stand it, that there are a great many 
portions of the South that companies 
as a whole have had most unsatisfactor 
mortality experience in. In fact, there 


. . shich 
sippi—was on the average 24 percent/ are certain parts of Texas, ey 
in excess of the mortality according to! we do not push for insurance, ane 
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which we would not care to issue a 
policy on a person until they had lived 
there a sufficient length of time to be- 
come thoroughly acclimated. 


Loeal Company Has Advantage 


Naturally, a company operating in a 
certain territory, whose officers are 
familiar with the territory, including 
the condition of drainage, the possi- 
bility of malaria and other communica- 
ble diseases, the kind of water the peo- 
ple drink, etc., would be in a better 
position to judge the advisability of 
writing in that locality than would a 
company operating from a distance. 

To be perfectly frank, however, I 
believe that the small companies that 
have suffered from bad mortality, either 
in the South or elsewhere, could trace 
their trouble to the want of common 
sense in the selection of risks, or to the 
inordinate desire of the small company 
to get big, or at least to get bigger 
than its neighboring small competitors. 
I know this to be a fact in Texas. It 
has been my experience that many 
small companies have felt themselves 
smart enough to take risks declined 
by older and wiser companies, as well 
as by companies of their own size, and 
the mortality has suffered accordingly. 


Common Sense First Essential 


For instance, when I came to the 
Southwestern, our mortality was run- 
ning between 70 and 80 percent. On 
reviewing the death claims, it was not 
at all unusual to find a case that had 
been declined by one of the larger com- 
panies, and had been accepted by the 
Southwestern on the grounds that the 
company could afford to take a risk 
because of the prominence of the in- 
sured, or because the medical director 
had seen him personally, and accord- 
ingly thought the man was all right 
regardless of the fact that statistics 
showed that similar cases were any- 
thing but satisfactory. After changing 
our medical director, our mortality was 
cut down below 50 percent and has 
stayed there, except during the influ- 
enza epidemic. 

I am a great believer that the small 
company’s success is more due to going 
slow and using common sense than to 
its home office location | or anything else. 

* 


Chas. S. Hutchings, Actuary and 
Agency Manager, American National— 
I have never seen any comparative 
hgures between the Northern § and 
Southern companies, but if the South- 
ern companies do show a more favor- 
able mortality rate on their Southern 
business in contrast to the Northern 
companies I believe it is wholly on 
account of the medical selection made 
at the home office. 

Our medical directors are familiar 
with the Southern climatic conditions 
and their effect upon various diseases 
and this undoubtedly would lead to a 
more intelligent consideration of the 
Southern applicant. But a still more 
important fact, I believe, is the per- 
sonal acquaintance that they have with 
the majority of our medical examiners, 
and they can read between the lines, as 
it were, in any remarks or statements 
made regarding the applicant. 

These two reasons are the only two 
that I can give for the more favorable 
experience and if they are the true ones 
it would seem that Southern companies 
operating in the North should show a 
higher mortality than Northern com- 
panies, and it would be a mighty inter- 


esting thing to know and would tend 
to prove that the reasons above given 
are correct. 


Our company is securing a great 
volume of business on the lives of 
women. making no distinction what- 
‘ver revarding whether they are em- 
Ployed or not, except, of course, re- 
— regarding certain employ- 
-_. I think we write more female 
ae tee in any other company, as 
~ a. ustrial agents are constantly 
ding’ ‘t many homes and secure or- 
onl y insurance on the housewife. The 

y Cistinction that we are making 
male and female risks is the 


betwee: 








elimination of the disability clause in 
in the policy issued on the life of a 
female. 

. * 

Lawrence M. Cathles, Vice-President 
and Actuary, Southland Life—It may 
quite well be true that a local company 
doing business in a restricted territory, 
no part of which is far from its home 
office, does have certain considerable 
advantages over a company doing busi- 
ness in the same territory whose home 
office is far distant from it. 

The medical director of such local 
company probably knows personally a 
large number of his examiners through 
meeting them in the local and _ state 
medical society meetings, and naturally 
would have more intimate knowledge 
of both health and economic conditions 
probably having himself visited at one 
time or another over a large part of 
his territory. He would be able to keep 
quite up to date in his intimate knowl- 
edge of local conditions by constant 
association with the company’s agents 
and through personal friendships. I 
think, however, that any generalization 
of these advantages into the statement 
that a small company doing a local 
business gets a better mortality would 
be dangerous. 


Large Companies Have More Experience 


The larger companies have much 
greater experience in the art of select- 
ing business and their organization for 
doing so is better trained and more 
complete than in the average small 
company which often has to experiment 
both with untrained medical directors 
and new examiners for the first few 
years of its existence. 

My own impression is that it is quite 
possible for a local company to secure 
a slightly better mortality rate, but I 
rather think that the advantages of its 
more intimate knowledge of local con- 
ditions are quite offset by the disad- 
vantages of youth in the shape of lack 
of training and experience. 


Indications for Texas 


Such figures as have come under my 
own observation indicate for Texas a 
better rate of mortality than that indi- 
cated by the American Men Table tor 
this part of the country, but I believe 
that this is largely if not wholly ac- 
counted for by the fact that the busi- 
ness which I have investigated has been 
on the average more recently selected 
than the business which forms the 
basis of the American Men Table in 
the Texas-Oklahoma section. There 
were at least three years of the period 
covered by the American Men Table, 
during which a number of the most 
important life insurance companies 
wrote no new insurance in Texas, and 
of course none of the small companies 
here have any considerable volume of 
really old business. 

* * > 

A. H. Rodes, President, Two-Repub- 
lics Life—I have no statistics on which 
to base an answer to your inquiry with 
reference to the comparative selection 
between Northern and Southern com- 
panies on Southern business, In fact, I 
do not know that I have ever seen that 
point raised before. Personally, my 
opinion is just the opposite of that given 
you by the actuary stating that South- 
ern companies, being close in touch 
with their territory, are able to watch 


the medical selection a little more care- 


fully. 


effect in this company the slogan, 
“Every Man has an Insurability.” After 
ten years’ interest and experience in the 
writing of insurance, I have come to 
the conclusion that a big percentage of 
the mortality experienced by life insur- 
ance companies is due to the fact that 
the companies attempt to restrict the 
writing of life insurance on highly se- 
lected lives. Or in my vernacular, they 
attempt to have their risks underwritten 
by Heaven; thereby losing what, in my 
opinion, is any chance for an average 
mortality, since the selection of every 
individual company carries with it the 
(CONTINUED ON PAGE 9) 





Having recently entered 
Indiana} 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-{}- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 
surance in force. 

—o- 
The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 


“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 
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Greater Liberality Is Seen 


PRESIDENT Ropinson of the CoNNECTI- 
cut Mutua. Lire in his address before 
the agents at the 75th anniversary con- 
vention, referred to the competitive lit- 
erature that was issued by the company 
in the past and compares the policy of 
today which is along constructive lines. 
What is said is indicative of the new 
day in life insurance and reflects the 
broader vision and the greater tolerance 
that is shown by life insurance officials. 
In speaking on this subject, President 
ROBINSON says: 

“Some years ago the company pub- 
lished a good deal of so-called .com- 
petitive literature. In recent years we 
have published very little of it. We 
have furnished, and hope to continue to 
furnish, literature that will help to sell 
our own policies but that is not calcu- 
lated discussion of the 
other We believe 


to encourage 


fellow’s contracts. 


that our goods are the best and that 
they represent a desirable purchase for 
every uninsured or underinsured insur- 
able man; but life insurance has largely 
outgrown any spirit of mud-slinging and 
of animosity toward competitors. There 
must, of course, at times be competition 
with agents of other companies; but, I 
submit, it is in the interest of every 
field man to emphasize the benefits at- 
tendant on a prospect’s taking his goods 
rather than to decry the other fellow’s 
offerings. This country is greatly un- 
derinsured and there is plenty of poten- 
tial business for all of the good com- 
panies. 

“Anything that tends to stir up strife 
or to eall for criticism on the ground 
that it is destructive rather than con- 
structive argument, in connection with 
the sale of insurance by any sound and 
reputable company, is unfortunate.” 


Promoting One’s Own Agents 


IN our opinion a life company should 
so build up its agency forces that when 
general agency vacancies occur it will 
not be necessary to go outside its own 
ranks, but there should be some one 
in the organization who can fill the posi- 
tion. This, of course, holds true in case 
of district managerships and _ other 
higher all along the line. 
There should be an incentive at all times 
for men in the ranks to feel that their 
services will be recognized. If the com- 
pany has any favors to- give, its own 
men should be the beneficiaries. 

Some companies do follow the prac- 
tice of promoting their own men. The 
main objection to promotion seems to 
come from some general agents who do 
not want their salesmen disturbed. They 
seem to think that they have a prior 
right to them and are not willing to 
have them advanced because it means 
the loss of production in their agency. 
This, of course, is a very narrow- 
minded and selfish viewpoint. If gen- 
eral agents were glad to see their men 
advance and in fact urge that they be 
advanced as their merits warrant, it 
would mean that their own salesman 


positions 


would be on their toes all the time. The 





knowledge that one is in line for promo- 
tion is the greatest incentive to achieve- 
ment. 

There are thousands of cases where | 
life insurance companies having general 
agency vacancies go out and take away 
some other company’s men and give 
them the choice positions while their 
own worthy salesmen are left to 
languish. A life insurance organization 
can be built up so that it is unneces- 
sary at any time to go outside the ranks. 
A company’s own men should always 
be given recognition. 

At the recent meeting of the agents 
of the Connecticut Mutvat the presi- 
dent of that company in his address 
made this statement: “It is hoped that 
before long the field force may be de- 
veloped to such a point that the com- 
pany. will be able to find among the 
members of such force suitable material 
to fill all vacancies that may occur in 
general agency positions.” That is the 
right position to take. Every company 





| of the company. ; \ 
| Webster wrote numerous articles which 





should build up such an organization. It 
would mean 
would result in great returns. 


Best Hours“ for Selling 


Ir would be interesting to know if 
there are any hours during the day that 
can be called the best period for selling 
life insurance. We do not know that 
any record of this kind has ever been 
kept. There may be some psychology 
in the situation which causes a man to 
be in a more receptive mood at certain 


times of the day. A Denver agent has 
kept a record of 245 sales by hours 
showing that out of this number 50 
were closed at 10 a. m., 39 at 2 p. m, 
30 at 11:30 a. m., 28 at 9:30 a. m., 23 at 
10:30 a. m. and 23 at 11 a. m., 17 at 9 
a, m. and 13 at 12:30 p. m. and the rest 
scattering. 


a stimulus to effort that | q : 
| ager for Wisconsin of the Central Life, 
| has been elected by the board of trus- 
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At its meeting on Friday, the Asso- 


ciation of Life Insurance Presidents 
adopted a memorial upon the late Jesse 
R. Clark, long president of the Union 
Central Life. Mr. Clark was one of 
the founders of the association and 
since 1909 to the time of his death had 
been a member of its executive com- 
mittee. The memorial says: 

“News of his untimely death on 
Sept. 25, comes a distinct shock to 
every member. By it the association 
has lost a staunch supporter and loyal 
friend, whose ‘wise counsel and un- 
flagging interest were always at com- 
mand. 

“The upbuilding of a great company 
marks Mr. Clark’s connection with the 
institution of life insurance. To the 
service of this company he devoted his 
whole business career. Talent and ca- 
pacity of the highest order led to his 
promotion from grade to grade, un- 
til, in 1906, after a third of a century 
of signal and devoted service, the 
highest office in the gift of the com- 
pany was conferred upon him. How 
fitting was this choice was demon- 
strated by his masterly and successful 
conduct of that company’s affairs. 


— 


John C. Webster, for 20 years vice- 
president of the Aetna Life, and con- 
nected with the company from 1864 to 
his retirement Jan. 1, 1920, died Sept. 
30, at his home in Hartford, aiter a 
long period of failing health. He had 
been confined to his home since Febru- 
ary of this year. 

Mr. Webster was 82 years old and 
was born in Kingfield, Me., May 24, 
1839. He was educated in the public 
schools of Kingfield, and later attended 
the Concord, N. H. high school, where 
he was graduated. He then learned the 
printing trade at Concord, and before 
he was 21 years old became the head of 
a Concord newspaper. He entered the 
life insurance field in the spring of 1864, 
becoming general agent for the Actna 
Life in New Hampshire and Vermont. 

In 1873 he was appointed superin- 
tendent of agencies for the company 
and then moved to Hartford. He was 
elected vice-president in July, 1879, and 


| continued in the position until February, 


1899, when he retired to assume the 
management of the New York agency 
of the company. He remained in New 
York until Jan. 1, 1901, when he retired 
from business. Mr. Webster organized 
the accident department of the com- 
pany, and was in charge until his re- 
tirement as vice-president. He also 
organized the Aetna Indemnity and was 
its first president. Mr. Webster was 
editor for 15 years of “The Aetna,” a 
quarterly journal detailing the activities 
In this capacity Mr. 


were widely read in insurance circles. 

Cc. B. & H. M. Taylor, general agents 
of the Northwestern Mutual Life at 
Philadelphia, are gradually extending 
their organization. While production is 
off about 20 percent as compared with 
1920 for this agency, the general agents 
have great hope for the future, as they 
are attracting new men. Life insurance 
work has a particular appeal today and 
a high-grade class of men are getting 
into the production end. 


— 


A. C. Larson of Madison, state man- 


tees of the National Association of Life 
Underwriters as assistant to the presi- 
dent for district No. 4, comprising Wis- 
consin, Illinois and Michigan. 


Gaylord Davidson, who is the big 
personal producer for the Shenandoah 
Life of Roanoke, Va., was the winner 
of the Calef cup in the prize essay con- 
test conducted by the National Associa- 
tion of Life Underwriters. The Calef 
cup goes to the first prize man. Mr. 
Davidson has frequently contributed to 








GAYLORD DAVIDSON 


Winner of First Prize in National Life 
Underwriters Association Essay 
; Contest 


the literature of life insurance. He is 
especially adept in drafting advertising 
copy. When he was located at Spring- 
field, Ill, his advertisements in the 
Springfield papers attracted wide atten- 
tion. At that time he was general agent 
of the Mutual Life. Later he becam 
field organizer for the Union Central 
Mr. Davidson is going strong this year 
and his 1921 record will be better thar 
any previous one. 

With the slogan “Another App for 
Appleby” the agents of the Ohio National 
Life of Cincinnati sent in $165,000 to the 
home office on the morning of October 
3rd, in celebration of Mr. Appleby’s 47th 
birthday. At noon the company’s hom 
office force, its directors and a number of 
friends gathered in the large vacant room 
adjoining the home office, until recently 
occupied by THe NATIONAL UNDERWRITER 
Company, and enjoyed a surprise lunch- 
eon to Mr. Appleby, prepared and served 
by the young ladies, at which Mr. Appleby 
and his good work for the company wert 
lauded to the skies. Impromptu speech- 
making, presided over by President Bet 
tinger, followed the luncheon, talks 
felicitation being made by S. Howard 
Swope, president of the Cincinnati Life 
Underwriters’ Association; E. J. Wohlge- 
muth, of the Nationa UNDERWRITER 
Sumner M. Cross, president of the Co- 
lumbia Life, and Marvin D. Clark of 
Middletown who represented the field 
force and presented the applications. 


ot 


Henry Camp Harris, president of th 
North Texas Association of Life Under 
writers and state agent at Dallas for 
the Reliance Life, has put over what 
score of Dallas business men said was 
impossible. Mr. Harris induced ( 
George W. Goethals, builder of th 
Panama Canal and one of the leading 
engineers of the world, to turn back ot 
his trip southward and come to Dalla 
to survey the proposed Lake Dallas 
$10,000,000 proposition which invo! 
damming the Trinity river and thu 
constructing an artificial lake of tl 
sands of acres right in the heart of th 
city. Gen. Goethals is now in Me> 
on his way to Dallas. When he arr 
Mr. Harris will lay the plan before ! 
If Gen. Goethals says it is imposs 
after looking the situation over \ 
Harris will ask him to select a p 
where the lake can be built, draw 
plans and estimate the cost. 


Another unique sales contest is bei 
staged by Dickey & Morgan, mana 
of the Philadelphia agency of the Mu- 
tual Life of New York. The 66 sa'es- 
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men attached to the branch have been 

split into six football teams—‘‘Army,” 
“Navy,” “Harvard,” “Pennsylvania,’ 
“Primceton” and “Yale.” The “game” 
is being played in four periods, Sept. 
1-24, Sept. 24-Oct. Oct. 15-Nov. 5, 
Nov. 5-30. Weekly tabs will be kept on 
hoth applications received and paid-for 
business and the pennants of the suc- 
cessful teams prominently displayed 
each period following announcements 
to be made by the managers at the 
Monday morning meetings of the 
agency. A fine compliment was paid to 
Perry Hale of Yale, who is a Mutual 
Life representative in Portland, Conn. 
“Perry,” who was a Yale football star 
in 1900, was blinded about eight years 
ago. He was the unanimous choice of 
the 66 players for honorary captain of 
the Philadelphia “Yale” team. 


While insurance men of all classes in 
louisville made generous contributions 
to the entertainment fund of the Insur- 
ance Commissioners’ Convention, the 
official host of the meeting seemed to 
be Judge James R, Duffin, president of 
the Inter-Southern Life of Louisville. 
The reception at the home of Judge 
Duffin was one which left nothing to 
be desired. After being welcomed by 
their host, visitors were introduced to 
the famous punch for which the judge 
has gained a deserved reputation, and it 
was somewhat difficult to round up the | 
visitors for the group picture. 

l.ife insurance agency work seems 
to be popular among baseball players. 
Eppa Rixey, the leading pitcher for 
the Cincinnati Reds of 1921, has de- 
cided to become a resident of Cincin- 
nati and has formed a connection with 
the Massachusetts Mutual Life. He 

says that he is going to write life in- 
surance in Cincinnati during the winter 

ind expects to make life insurance 
salesmanship his business after retiring 
from the game. 


The many friends of Louis H. Koch, 














LIFE 





president of the National American Life 
of Burlington, Ia., are sympathizing 
with him in the death of Mrs. Koch, a 
woman of many charms of character 
and personality. Mrs. Koch died of 
heart disease mentay morning. 


President John M. Stahl of the Farm- 
ers National Life of Chicago is on a 
six weeks’ vacation. He 
business with pleasure. Mr. and Mrs. 
Stahl are motoring through Illinois and 
Indiana. They are attending the meet- 
ing of the American Life Convention at 
Indianapolis this week and then will 
visit the principal agencies in the two 
states, 


A. S. Burkhart, "general manager of 
the Conservative Life of South -Bend, 


Ind., was married recently to Miss 
Helen Janowski, one of the stenog- 
raphers in his office. The ceremony 


took place at St. Joseph, Mich. Mr. 
Burkhart has just completed building a 


new residence on Harter Heights, at 
South Bend. 
J. L. Shuff, president of the Na- 


tional Association of Life Underwriters, 


was in Indianapolis Wednesday ad- 
dressing the American Life Convention 
for the association. Mr. Shuff’s next 


appearance before underwriters will be 
at Pittsburgh Oct. 21, when he speaks 
before the local association there. 


William H. Hecht of the Ohio State 
Life is one of the newcomers to the 
business who has shown the old-timer 
that work brings results. Having been 
in the life insurance business less than 
three months and this time spent en- 
tirely in the country, Mr. Hecht has 
produced more than $75,000 in anpplica- 
tions. He heads the honor roll of the 
Ohio State Life for August. He is an 
experienced salesman, although this is 
his first work in life insurance selling, 
and the results show that he knows 
how to go among the people and bring 
in results. 


INSU JRANCE 


will combine | 


| clined, 
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SOUTHERN COMPANIES’ EXPERIENCE 


(CONTINUED FROM PAGE 7) 








idiosyncrasies 


of each individual med-| tality on the Southern 


| 


| 


ical director, which vary within very | 
wide limits. 
Medical Directors’ Idiosyncracies 
For example, one medical director | 


has an absolute abhorrence of specific 
gravity of below 116, while another 
thinks anything above 108 satisfactory. 
One medical director thinks you have 
to find rales in the lungs in order to 
substantiate pulmonary _ tuberculosis 
and discards evidence of the presence 
of germs in the sputum, while another 
says that evidence of germs in_ the 
sputum presupposes pulmonary tuber- 
culosis even though no rales can be 
detected. 

I might go on and cover the whole 
field in just some such way. We use 
standards, of course, for selection of 
standard business. Anything beyond 
those standards we are willing to issue, 
on making a charge commensurate with 
the hazard involved. If the man wants 
it, all right and if he doesn’t want it, 
that is all right, too. Once we have 


established in the minds of our agents | 
our intention to be absolutely fair and | 


impartial in the handling of these 
cases, we find little trouble in placing 
business with a moderate rating for a 
divergence from our standard. 


More Declinations; High Mortality 


I had occasion to discuss the ques- 
tion of mortality in the home office of 
one of the Northern insurance com- 
panies during last year, and much 
to my surprise was shown the figures 
of the percentage of declined cases by 
the company in question, on Northern 
and Southern business. The ratio of 
declined Southern business was 
to one as to Northern business de- 
with a consequent higher mor- 


more 


business ac- 
I do not say so—as the man to 
had had infinitely 
experience in the business than 
| I—but the thought that came to me 
after seeing his figures was that if he 
had been less rigid in the standards 
applied to the selection of his Southern 
business, he would have, within reason- 
able limits, secured a much more favor- 
able mortality by the acceptance of a 
large part of his declined business, 


cepted. 
whom I was talking 


Attitude As to Women 

I think that the companies generally 
in the South are insuring women on 
very much the same basis that they 
insure men, irrespective of whether they 
are employed or not, except that they 
do not write women on term policies. 
Frankly, I do not look with favor on 
the insurance of women by this com- 
pany, although we insure them to a 
limited extent when found to be stand- 
ard risks. Our mortality experience on 
women has not been favorable, and I 
regret to have to say that in addition to 
the naturally speculative hazard _in- 
volved in most cases that come before 
us, that there is also a much more 
dangerous moral hazard due to the fact 
that it is almost impossible to get the 


| true facts from them as to history, and 


three | 


due to the laxity upon the part of med- 
ical examination by examiners. 


New England’s Sectional Meeting 
The Mid-West 


the agencies of the 
tual Life will be held at the Hotel Fon 
tenelle, Omaha, on Friday and Saturday 
of this week. The Omaha meeting will 


sectional meeting of 
New England Mu 


include the agents of lowa, Nebraska, 
| Kansas, Missouri Minnesota and Colo 
rado. 











Here is the Company for you, Mr. Agent 


which is the secret of success in any line of en- 


The agents who have recently joined fortunes with 
the State Life Insurance Company of lowa have 
been attracted by the spirit of helpfulness which 
exists between our Home Office force and those in 


the field. 


They find this an agency company — appreciating 
the agents’ problems and for that reason lending 
every possible aid to him in his work. 


Our agents never lose that spontaneous enthusiasm 


deavor. 


A more than liberal agents’ contract, splendid ter- 
ritory, up-to-the-minute policies and our system of 
agency co-operation and service, these are the 
reasons why we are making new agency connec- 
tions every day, and holding them. 


You are undoubtedly looking for such a connection 


as we are offering you. 


State Life Insurance Company of Iowa 


A. C. TUCKER, President 


DES MOINES 


- IOWA 
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NEWS ABOUT 


LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘Unique Manual-Digest”’ 
and “‘LittleGem,”’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 




















TELLS ABOUT THE NEW FORMS 


Secretary Larkin of the Connecticut 
Mutual Life Explains the Features 
of Revised Policies 


Hareld F. Larkin, secretary of the 
Connecticut Mutual Life, tells about the 
changes that have taken place in the 
company’s policies. The contracts have 
all been rearranged and some new fea- 
tures added. The first page of the 
policy is entirely remodeled, the amount 
of the insurance and the name of the 
beneficiary being stated at the outset. 
In the endowment forms, greater em- 
phasis has been placed on the endow- 
ment features. Opposite the caption 
“Endowment Benefits” stands out in 
black face type the words “To Pay 
the Face Amount of this Policy to the 
Insured.” Secretary Larkin says that 
the subject of old age protection is one 
arousing increasing interest and certain 
to become of more and more impor- 
tance. He says that the past decade has 
indicated an increasing recognition of 
their value on the part of the insuring 
public and the agents. Therefore, the 
new policy gives greater prominence to 
the endowment feature. 


Disability Benefits in the Policy 


Probably the most radical change in 
the contract is incorporating the dis- 
ability benefits in the policy itself. Sec- 
retary Larkin says: “The important 
place which the disability benefit has 
taken in life insurance, having become 
a recognized integral part of the pro- 
tection office, fully justifies the inclusion 





of the benefit in the same contract 
where it has come properly to belong.” 

On the inside of the policy, there have 
been many rearrangements so that re- 
lated subjects are grouped together and 
the text is more compact. 


Dividend Provision 


The insured’s right to share in the sur- 
plus earnings is clearly defined, as well 
as the use which may be made of the 
dividends. The policy participates 
whether a premium paying, paid up, or 
extended policy. The new contract stipu- 
lates that where no election is made divi- 
dends will be held under Option 2, that is 
to accumulate, except in Ohio, where “2” 
will be changed to “4,” paid up editions 
being secured automatically, and thus 
compliance with the Ohio statutes will 
be effected. Secretary Larkin says: “The 
Connecticut Mutual firmly believes in an 
insured accumulating his dividends at 
interest. It originated this practice over 
a half century ago. Many instances of 
the value of the option are known. The 
building up of such a fund available in 
cash at any time provides a_ reserve 
which has tided many a _ policyholder 
over some hard period. It has prevented 
many collapse. Through the accelera- 
tive provision it may relieve him of fur- 
ther premium payments when they be- 
come burdensome to meet, or give him 
the face amount of his insurance in cash 
if need requires.” At the present time 
the Connecticut Mutual has $2,500,000 
held as dividends that are left to ac- 
cumulate. 

The old policy of the Connecticut 
Mutual gave the insured the privilege 
of requesting the company to pay a pre- 
mium in default out of any accumulated 
dividends if sufficient, The new con- 
tract stipulates that such accumulations 
will be so applied automatically without 
any request or action by the assured. 





Under nonforfeiture benefits is in- 
cluded the cash surrender value privi- 
lege and at the request of the state in- 
surance commissioners and in the inter- 
est of safety a six months clause is in- 
troduced. The Connecticut Mutual states 
that it does not believe that it will ever 
be called upon to put it into play, but 
in order that the interest of the entire 
membership may be protected it has been 
inserted. 

Secretary Larkin says that the Con- 
necticut Mutual's experience has revealed 
an increasing number of changes to 
“Own Benefit,” followed by execution of 
loan papers by the assured alone. Then 
often times a subsequent change is made 
back to the original benefit. To meet 
this apparent demand on part of the pub- 
lic for control by the assured, the new 
policy stipulates that the loan may be 
obtained “on proper assignment and de- 
livery of this policy by the assured.” 

The total and permanent disability 
benefits appearing now in the policy fol- 
low closely the provisions of the clause 
adopted last March. Premiums falling 
due after filing of proofs of disability 
are waived upon approval of these 
proofs. Monthly income payments com- 
mence as of the first day of the next 
month after the proofs are filed. The 
company has eliminated the long wait- 
ing period before the income becomes 
available. 


Incontestable Period 


Despite the growing tendency among 
companies to require two years to 
elapse before their contracts become in- 
contestable, judging from its own ex- 
perience and assuming on the part of 
the agents a careful selection of their 
cases the Connecticut Mutual has seemed 
safe to continue to limit this period to 
one year under the new contract. 

Htherto, if there were outstanding an 
assignment by the assured of his policy, 
other than to the company, he was de- 
prived of the right to make any change 
of beneficiary under the clause. Under 
the new policy he may make such a 
change subject to the rights of his as- 
signment, Another important new fea- 
ture in the clause is the provision that 
the change when endorsed on the policy 
by the company shall be effective as of 
the date of the execution of the notice 
of the change by the assured. 

The assured has the right to change 





to any other plan which does not 
lengthen the term of insurance or dimin- 
ish the premium rate and no medical 
examination will be required. If dis- 
ability benefits are desired the consent 
of the company is necessary. The new 
contracts specify the cost for effecting 
the exchange, viz., the difference in re- 
serves on the respective plans. 


Comment on Suieide Clause 


Regarding its suicide clause the com- 
pany says, “Obviously payment of al! 
first year suicide cases would open the 
door for the perpetration of gross fraud 
But, in the individual case where the 
company’s investigation convinces it 
that the insured was so far insane as to 
destroy his responsibility for his own 
act, then fair dealing justifies, and in our 
opinion, would require payment of the 
claim in full. Under this clause unique 
with the Connecticut Mutual it has vol- 
untarily paid a number of such cases in 
full as a result of its finding and with- 
out litigation or threat of suit.” 

The new policy contains a new option 
four, by which the company will agree 
to pay a fixed amount periodically from 
the proceeds increased by the interest 
accumulation credited until the funds 
so held are exhausted. Secretary Larkin 
says, “This plan already tried out and 
practiced has proved popular and has the 
merit of supplying a fixed income not 
varying in amount as is the case under 
an installment settlement where the 
dividends supplementing the guaranteed 
installments tend to decrease each year 
so that the aggregate returns vary from 
year to year.” 


Business Policy 


The Connecticut Mutual has drafted 
policies designed especially to fit the re- 
quirements of concerns seeking business 
protection, The new business policies 
follow the same general plan as the reg 
ular contracts, except that the disability 
benefits are not incorporated in the pol- 
icy. The applicant for insurance may 
designate and the business form wil! 
specify who shall be the payee of divi 
dends and also the cash value, The con 
trol of the policy may rest in the parties 
who presumably are to pay the pre- 
miums for by the terms of the contract 
they may be given the right to exer- 
cise the various privileges granted 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 
The Growth of Oak—The Solidity of Granite 


CONSERVATIVE 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 











DOOD OOoOOoo000ng 


OD ODO0O0000 


2 


) 


r 


Oooo Ooo 




















ec £& few a lUmhU hme h6U68lu Oe 














afted 
e re- 
iness 
licies 
reg 
bility 
) pol- 
may 
will 
divi 
con 
ities 
pre- 
tract 
exer- 





HO000000DD00D 





lal le rweir$ 






























October 6, 1921 





LIFE INSURANCE EDITION 
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Liberalizes Disability Clause 


The Equitable of New York has lib- 
eralized its disability clause by granting 


total permanent disability for cases of 
total disability existent continuously for 
not less than three months, the exten- 
sion being given to any Equitable policy 
except group and accident and health 
forms. A rider is authorized to be at- 
tached on request to any of the old pol- 
icies. The Equitable also announces 
that disability claims arising under an 
old policy, without the permanent pro- 
vision, will be recognized as total per- 
manent disability, although the rider has 
not been attached. This liberalized dis- 
ability feature is granted without addi- 
tional cost to the insured. 





Connecticut Mutual 

The Connecticut Mutual Life states 
that the assumed interest rate used in 
dividend computation and the rate al- 
lowed on dividend accumulations and in 
connection with optional settlements has 
been increased. It now has a uniform 
rate of 4% percent. 


Contest Will of B. C. Shaw 


The will of the late Bertrand C. 
Shaw, formerly manager of the Mutual 
Life of New York in Sioux Falls, S. D., 
and recently in St. Louis, has been con- 
tested by his_ widow. Mr. Shaw was 
living in St. Louis at the time of his 
death and the wili is contested on the 
grounds that the South Dakota court 
acting on the case had no jurisdiction, 
Mr. Shaw being a resident of the state 
of Missouri. It is also claimed that he 
was not mentally competent and acting 
under undue influence at the time he 
made the will. 


Valuation Question Up 


The question of valuing securities of 
insurance companies in annual state- 
ments this year on market quotations 
will be considered by the valuations 
committee of the Insyrance Commis- 
sioners Convention next week. Super- 
intendent Jesse S. Phillips of New York 
is chairman of the committee. 








LIFE AGENCY CHANGES 








GOES WITH MISSOURI STATE | Chicago and prior to that was for two 
years with the Bankers Life of Iowa. 


: During the entire year Mr. Walsh has 
James A. Walsh Appointed General led the C. J. McCary agency of the 


Agent in Chicago, Associated With Penn Mutual in Chicago in personal 

Karl B. Korrady | production. He has always been one 
i= the leading producers of the Penn 
: Mutual, ranking in the upper ten, and 
James A. Walsh has been appointed | for July and yi led the entire 
general agent of the Missouri State | United States for the Penn Mutual. The 
Life at Chicago and will be associated Chicago office of the Missouri State, 
which is now entering on its eleventh 
month, has already produced over 























nin and Mr. Klemme are prominent in 
their local business circles. 





J. D. Van Scoten 


J. D. Van Scoten has been appointed 
superintendent of agencies of the Stand- 
ard Life of Pittsburgh. He was for- 
merly connected with the Midland 
Mutual Life of Columbus as an agent 
and as agency superintendent. 





Life Agency Notes 
E. R. Perrine has been appointed 
supervisor for Colorado for the West 
Coast Life, with headquarters in Denver 
F. T. Johnson, one of the leading sales 
men of the Chicago agency of the Bank- 
ers Life of Des Moines, has been ap 
pointed agency manager for six counties 
in northern Illinois, with headquarters 





$3,000,000 of paid for business for this 
year. Mr. Korrady is building up a | 
strong selling force. | 





O. A. Schenk and E. G. Squires 


| 

| 
O. A. Schenk, agency manager at St. 
Louis for the Bankers Life of Des | 
| Moines, has resigned and he is suc- | 
| ceeded by E,. G. Squires, regional sales | 
manager for the company for 
years, 


several 


Francis B. Runyon 


Francis B. Runyon has been ap- 
pointed agency assistant of the 
Equitable of New York. Mr. Runyon 
has become known to the staff through 
his studies of organization work and 
previous to his transfer to the home 
office served as secretary of the per- 
sonnel committee at Pittsburgh. Previ- 
ous to that he was engaged in man- 
agerial work at Philadelphia. 











Continental Assurance Changes 


JAMES A. WALSH 








J. M. Cronin has been appointed man- 
| with Karl B. Korrady, manager of the | ager of the life department of the W. | 
Chicago branch office of the Missouri | E. Lord agency of the Continental As- | 
S Mr. Walsh is a personal pro-| surance at Cincinnati, O. | 
| ducer with a splendid record to his| Julius L. Klemme has been appointed | 
credit. For the past four years he has | general agent of the Continental As- 
been with the Penn Mutual Life in| surance at Quincy, Ill. Both Mr. Cro- | 








at Elgin. 

George R. Martin, a salesman in the 
DeForest Bowman quency for the Bank- 
ers Life of Des Moines in Chicago, has 
been promoted to an agency managership 
in charge on Oct. 1 of a territory in 
northern Illinois near Chicago, where he 
will make his headquarters. 

Berg J. Hagen, formerly special agent 
at the Minneapolis branch office of the 
Travelers, has moved to Fargo, N. D., to 
become associated with the A. T. Lynner 
general agency of the Travelers for 
North Dakota Mr. Hagen will assist in 


i the development of agency material for 


the company in that state 


Julius R. Backer and Chauncey Venne 
witz have become associated with the 
Morton & Morton agency of the Con- 
necticut Mutual Life of St. Louls. The 
former was assistant manager of the 
Edison Lamp Works of the General Elec- 
tric Company for eight years and the 
latter was nine years branch manager 
of the Corrugated Bar Company in St. 
Louis 


Powell Is Made President 


S. M. Powell, general agent of the 
Missouri State Life at Little Rock, has 
been elected president of the General 
Agents & State Managers Life Insur 
ance Association of Arkansas. E. 
Stanley, general agent of the Reserve 
Loan Life, was chosen secretary and 
W. Duratt of the Pacific Mutual Life, 
vice-president. The organization com- 
prises general agents of 32 leading life 
companies doing business in Arkansas. 





MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 
= 





THOMAS J. OWENS, President 


CENTURY LIFE INSURANCE 


Capital, $200,000 NO ORGANIZATION EXPENSE 


All of the stock is held by « few substantial business men M 
of Indiana who believ 
build « real life insurance company. 


choice territory, progressive field and 





DR. ALBERT SEATON, Vice-President and Medical Director 


anaged by men experienced ans familiar with all de 
e in the ability of the management to paertmente of life insurance w 


We offer agents experienced management, superior policy contracts, 

home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 
O Oceidental | 

C *°%9 INDIANAPOLI 
Surplus, $160,000 








W. W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 








Total Resources Dec. 31st, 1920 
New Insurance Paid for 1920 


Insurance in Force ° © 
(Exchusive of ameunt Insured under Double Indemnity 





NEW ORLEANS, U. S. A. 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 


N KEEPING with the higher Ideals and Ethics of the business, the Pan-American does not 

seek to employ agents of other companies, but by interesting men of intelligence, character aad 
ndence, and assisting them by the active co-eperation of 
specially trained men, it has built up a field organization that is prosperous and contented. 


What these agents are doing, you can do, if you have the will—the Pan-American Way is 


- $ 8,742,060.93 
-  31,433,676.00 
-  91,408,227.00 


Provision) 


clean record, instructing them by corres 


open to you. 
Address 


E. G. SIMMONS, Vice-President & General Manager, 
New Or 


leans, La. 
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OHIO, INDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 

If your character is above reproach, and if you have paid for 


a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 


giving full particulars. 
Liberal financial assistance extended during the first two 
contract years. 
Minor Morton, Vice President & Agency Manager 

















The Northwestern Mutual Life 


Insurance Company was the pioneer in 
establishing rules to protect itself and its 
agents against evils which demoralized the 


business. 


THREE 
RULES: 


For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 





























For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commi:sions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 
of another company upon an anti-rebate agreement from him. 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 
with the company and otherwise qualified. 


To the literal enforcement of these rules is attributed, in large part, the success, high character 
and the loyalty of the agency force of 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE 
Milwaukee COMPANY 





Wisconsin 











HOME OFFICE 

SPRINGFIELD, ILLINOIS 

An Old Line Legal Reserve Life Insurance Company 
A Company of Service 

Service to Policy Holders Service to Agents Service to the Public 

Operates under the Famous ‘Registration Act” which requires the reserveon every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 


G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


H. B. HILL, President 




























A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 
sent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 


C. H. BRAMBLE, Secy. and Treas. I, D. WALLINGTON, Supt. of Agents 


N. P. HULL, Pres. 


WITH INDUSTRIAL MEN | 

















CANADIAN DIVISION MEETING 





Prudential Superintendents Meet at 
Toronto and Arrange for Inter- 
City Contests 





The superintendents of the Canadian 
Division met in conference at Toronto, 
Ont., Sept. 20. Every one of the 25 dis- 
tricts and agency organizations was 
represented and Supervisor J. A. Sand- 
ford and Division Manager C. G. Lan- 
ning from the home office were in 
attendance 

A number of important subiects we: 
discussed but the keynote of the cor 
ference was “How best to keep produc- 
tion at a high level during the balance 
of the year.” 

As a means of keeping up the enthu 
siasm, inter-city contests were arranged 
with the forces divided under the cap- 
taincies of the supervisor and the divi- 
sion manager. The rivalry is extremely 
keen and the battle is bound to be hotly 
contested. 

Superintendent Edwin Pearson of t 
Camden, N. J., district, was tendered a 
dinner recently by the company in cele- 
bration of his 25th frudential Old 
Gvard anniversary. 

W'th 25 years of Prudential service 
to h’s credit Agent John Jacobs, of 
Grand Rapids, has been presented with 
the emblem and certificate of Class E 
of the Prudential Old Guard. Mr 
Tacobs’ continuous service dates from 
Sept. 7, 1896, when he took up agency 
work in Grand Rapids, Mich. He later 
worked in Milwaukee and Toledo. His 
present account in Grand Rapids bega: 
July 6. 1914. 


} 


Other Prudential News 


As a reward for satisfactory servi 
performed in the agency ranks of th 
Prudential the following named have 
been promoted to the position of as- 
sistant superintendent: Harry R. Forse! 
of Worcester, Mass.; John Schneider of 
Providence 2; Ernest C. Horrocks of New 
Bedford, Mass.; Albert H. Lupien of Bos 
ton 1. 

Recent assistancy appointments 
Philadelphia and vicinity include the 
following: Gustav A, Misselwitz, Ches 
ter; William F. Hemenschneider, Phila- 
delphia 6; Edward A, Wilson, Philadel- 
phia 8, and John A. Griffin. Philadelphia 
12. Each assistant was advanced in the 
district where he operated as an agent 

Assistant Superintendent J. P. Me- 
Namara of the Elmira, N. Y., district, ha 
aualified with $100,000 of net new business 
during the year 1921. The star perform- 
ers of the agency staff of Division H in 
this respect are agents J. J. Rozboril 
Binghamton, N. Y., who qualified wit! 
$100,000 of net business June 13: Agent 


H. F. Powell, Jamestown, N. Y.. who 
qualified Aug. 29, and Agent W. L. Saxer 
Ithaca, N. Y., who qualified Sept 
Superintendent L. F. Miller of Read- 
ing, Pa., leads Division K in ordinary net 
cancellations for the year and is number 
3 in the entire field, Superintendent 
W. E. Quinlan, of Pottsville, is number 
5. In Division K the Harrisburg, Pa., dis 
trict stands number 1 in both ordinary 
new business and proportionate Agent 
A. R. Phillips of Easton, Pa., is at pres¢ 
the pacemaker of Division K in ordinary 
net new business. The good work done 
by former Agent Robert P. W: r, of 
the Reading, Pa., district, won him pre- 


motion to assistant superintend: 
The following named agents have 

promoted to the position of assi 

perintendent in their respectiv: 


Tames G 


Peter J. Bleitz, St, Louis 2: : 
Harber, St. Louis 3; Harry H st 
Louis 4, and Thad H. Goldman, Fvans- 
ville, Ind. 


Promotion to assistant super 
has come to Agent Edward J. Kk 
operates from the New Roche! N.Y 
office of the Mount Vernon, N. Y., di* 
trict. He will handle an ager al 
in the same city. Agent J. Spiee 
Poughkeepsie, N. Y., district, has steppe? 


into a higher position. He was enti) 
promoted to assistant superintenient | 
the same district. - 

Operations in the districts comprisin® 
the Southern Division are now a 
with all signals set for good speed. NOT 











folk, Va., Richmond, Va., Birmingha 
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WANTED 


A General Agent for 
California 


A life insurance Company 
having over $100,000,000 of in- 
surance in force and over $10,- 
000,000 of assets wants a general 
agent for territory in California. 
The following requirements are 
essential: 


1. He must have had success- 
ful experience in the man- 
agement of men. 

2. He must have had life in- 
surance experience. 

3. He must have earned in the 
immediately preceding 
years at least $6,000 a year 
in actual cash income. 

4. He must have a reputation 
for unusual energy and in- 
tegrity. 

5. He must be a personal pro- 
ducer. 


For the man who successfully 
meets all the requirements of 
this position the Company has 
an unusual offer for a contract 
direct with the home office. 


Address “California,” 62-Y, 


care of the Nat'l Underwriter. 


|and a great favorite among his fellow 











“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 

Insurance 
Company 








Burlington, Iowa 


| late Charles Fleming, cannot participate 








“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Nat henalge 


heurance pany 


Home Office, Madison, Wis. 








Ala., Memphis, Tenn., New Orleans, La., 
and Atlanta, Ga., the present districts, 
are making good progress and their 
bands of straight canvassers will soon 
be heard from with excellent results. 

Agent James P, Heinen of the Milwau- 
kee 2 district and Agent Hilton M. Schuh 
of Milwaukee 1 are advanced to the posi- 
tion of assistant superintendent in the 
same district where they conducted 
agencies. 


John Hancock Changes 

The John Hancock Mutual Life has an- 
nounced the following promotions from 
the agency ranks to assistants in the 
districts of their service: Leopold 
Kramer, New York V; Arthur Stahl, St. 
Louis III; Richard C. Barrington, Phila- 
delphia 1V; Herbert S. Cohn, Chicago 
III. 
Promoted and Transferred: Herbert 
D, Stedman, from agent at Boston to as- 
sistant at North Adams; (new agency), 
James L. Carroll, from Pittsfield to 
North Adams. 
Assistants Transferred: Albert J. 
Burke from Philadelphia IV to Allen- 
town. 
Other Changes: Aldus B. Jones, from 
assistant claim adjuster to assistant 
| tor a adjuster and application inspec- 





tor at Philadelphia III; Frank A. Thorn- 
ton, from application inspector at Long 
| island City to clerk at New York III; 
William E. Burke, from application in- 
spector at Malden to assistant at Haver- 
hill; Winfield S. Lowdenslager, formerly 
superintendent of Allentown, who has 
been on a leave of absence, has returned 
to the position of assistant at large at 
Baltimore. 


Milwaukee Metropolitan Agent Dead 
William Krielkamp, member of the 
Metropolitan agency staff in Milwaukee, 


workers in insurance owing to his 
geniality and generous cooperation in 
organization and educational work, was 
found dead in Lake Michigan off the 
breakwater and Juneau Park, last Satur- 
day. Mr. Krielkamp had been in ill 
health for some weeks, suffering a nerv- 
ous breakdown. 


Rules Against Fleming’s Widow 





The Iowa supreme court has held 
that Mrs. Anna Fleming, widow of the 


in the $60,000 life insurance left by her 
husband and thereby closes one of the 
most interesting cases in Iowa civil 
courts. 

The Fleming Brothers, who were 
formerly agents for lowa and Nebraska 
for the Massachusetts Mutual Life and 
owners of the Fleming building in Des 
Moines, had an agreement entered into 
years ago by which upon the death of 
any one, his property would revert to 
the remaining three. “All for one, one 
for all,” was the slogan of the family. 
This strange agreement came to light 
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STRENGTH OF 


GIBRALTAR 





The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 

















The 
Onto Nationa Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


E desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY., 
Secretary. 








when Charles Fleming died and his 
widow discovered that she had no rights 
whatever to his property. She began 
action in court and was awarded her 
dower interest, amounting to many 
thousands of dollars. The Fleming 
Brothers then set up the claim that the 
life insurance of $60,000 also provided 
for under the “all for one, one for all” 
agreement, belonged entirely to them 
and disputed the widow’s claim to it on 
the grounds that it was made payable to 
the surviving brothers. On this point 
the supreme court upholds the claims of 
the brothers, although refusing a re- 
hearing petitioned by the Fleming 
Brothers as to the remaining portions of 
the estate. 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 








Agency Supervisors Named 

The Security Life of Chicago has ap- 
pointed three agency supervisors. R. O. 
Felver will cover western Ohio. He 
was formerly with the Travelers. C. 
Edward Haley will travel in eastern 
Ohio. He was formerly connected with 
the Prudential and later with the Michi- 
gan Mutual. A. C. Avery will cover 
Michigan. He was formerly supervisor 
for the Metropolitan Life. 


Joseph Tomashek, Who has been in 
charge of the deputy manager's office of 
the Metropolitan Life at Eau Claire, Wis., 
has taken charge of the Chippewa Falls 
district. Paul M. Minx of St, Paul suc- 




















ceeds him at Eau Claire. 


in Business Since 1862 






LIFE INSURANCE Company 
OF BOSTON, MASSACHUSETTS 


Insures all cl of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure reserves maintained on the highest standard, with ad- 
ditional contingent reserves ng ection against all emergencies. /nformation and 
Advice on any matter rela ne to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 
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NewYork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 






DARWIN P. KINGSLEY, President 


Income, 1920 










ND. is ede ea eea cies ehet cached $142,672,244 
Interest and Rents..................... 44,335,004 
i on sie ae nen awiet eww Ses 6,782,885 

SR nc dehabenad nee naawl $193,790,133 









Paid Policy-holders, 1920 









di aes eased eked $35,036,558 
EE vhs ack waa ouiapneadedeneen 24,399,171 
Es od sp wbb tae isdedeee as 31,981,555 
Surrender Values, Etc................... 23,432,313 

Total to Policy-holders............ $114,849,597 






$693,979,400 
$966,664,397 
$841,255,357 
$125,409,040 
$3,537,298,756 


New Paid Insurance in 1920 . . . . 
Admitted Assets, January 1,1921 . . 
Legal Liabilities, January 1, 1921 
Reserve for Dividends and Other Purposes 
Insurance in Force, January 1, 1921. . 











BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT WILLARD V. KING 
ALFRED L. AIKEN DARWIN P KINGSLEY 
OHN E. ANDRUS RICHARD I MANNING 

ELIUS N. BLISS, Jr. JOHN G. MILBURN 
NICHOLAS MURRAY B GERRISH H. MILLIKEN 
GEORGE B. CORTELYOU FRANK PRESBREY 
JOHN H_ FINLEY OHN J. PULLEYN 
DAVID R. FRANCIS EMING H. REVELL 
A. BARTON HEPBURN GEORGE M. REYNOLDS 
MYRON T. HERRICK ELBRIDGE G. SNOW 
GRANGER A. HOLLISTER’ HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 

S. DAVIES WARFIELD 













































Improved Disability Provision 


H Claim may be made as soon as disability occurs—no probationary 






Payments begin immediately on approval of claim—no proba- 









tienary period. 
a payments, lifelong, conditioned on permanence of dis- 
ility. 
Immediate waiver of future premiums—no waiting until next 
amniversary. 





Full amount of insurance paid when insured dies, without deduc- 
tien for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
eldest legal reserve life insurance company still closer to the needs 
ef the insuring public. 


For terms to producing Agents address 
The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 






























WILLS AND PROBATE PRACTICE 


General Summary of the Procedure | 


that is Found in the Different States 








BY BENJAMIN W. LOVELAND 


Supervisor of Claims, Connecticut Mutual Life 


as constituting what might be termed 
2 “contract estate” in contrast to a 
general estate”, it may be well to sum- 
marize the general features of the nec- 
essary procedure in case of the latter. 
* * 


| N the consideration of life insurance 


In general, the procedure as to pro- 
bating a will or procuring administra- 
tion on an estate is along similar lines 
in the different states, and certain gen- 
eral rules may be outlined. 

Unless the laws of the state of which 
a person is a legal resident provide for 
distribution of intestate property in ac- 
cordance with his wishes, he can, as a 
rule, satisfactorily dispose of his estate 
only by making a will. 

* * 


In many cases it is desired that the 
wife should be allowed more than the 
share which is provided by law; or, 
again, it is often the wish of a person to 
put his property in the hands of a trus- 
tee for one or more beneficiaries. The 
fact that the estate is small should not 
act as a bar to disposing of it as one 





desires; indeed, it may be the more im- 
portant in such case to provide for a 


and it is usually desirable to give execu- 
tors power of sale of property of the 
estate. If an executor is not named, it 
becomes necessary for the court to ap- 
point an administrator with the will an- 
nexed (cum testamento annexo), and 
for this reason the naming by the testa- 
tor of an executor in whom he has con- 
fidence is usually advisable. 
* * * 


The testator may state in his will that 
no bond be required of the executor; in 
which case a bond sufficient merely to 
cover the debts, is, as a rule, required. 

We now come to the distinction be- 
tween an executor and an administra- 
tor. An executor is designated in a 
will, whereas an administrator is a per 
son or corporation appointed by the 
court to administer an estate. The ap 
pointment of an administrator de bonis 
non is made where a vacancy is to be 
filled after an estate has been partly ad- 
ministered. In case there is a will and 
the executor has not completed the ad- 
ministration, an administrator de bonis 
non cum testamento annexo (with the 
will annexed) may be appointed. 





of general interest. 





Benjamin W. Loveland, supervisor of claims at the home office of the 
Connecticut Mutual Life, has contributed a very valuable article to its 
agency bulletin dealing with wills and probate practice. 
agents are Constantly being brought into counsel in regard to the creation of 
an estate. Life insurance itself is an estate by contract. 
and points out, is in contrast to a general estate. 
called upon for advice in regard to the administration of an estate and the 
making of wills. This contribution from Mr. Loveland will, therefore, be 


Life insurance 


This, as Mr. Love- 
Life insurance men are 








wife or other relative in a manner that 
can only be accomplished by a will. 
. = © 


It is unwise for a person to defer con- 
sideration of this subject merely be- 
cause death appears to be a matter of 
the distant future, as there is always the 
possibility that accident may befall or 
disease may attack. one when least ex- 
pected. And then too, a person must 
be in possession of full mental capacity 
in order to avoid question as to his 
power to make a valid will. 

* * 


The average person desiring to make 
a will should consult a competent attor- 
ney in order that the instrument may 
be drafted in legal and clear form. 

Statutory requirements in reference to 
wills vary in the different states. In 
general, the testator must have at- 
tained a certain age, must be of sound 
mind, must execute the instrument be- 
fore a prescribed number of witnesses, 
and must in their presence declare the 
same to be his last will; and the wit- 
nesses should sign in the presence of 
the testator and of each other, and 
should not be persons who are desig- 
nated as beneficiaries in the document. 

= = 


It is customary for the testator to 
name one or more executors in the will, 








The powers of a temporary adminis- 
trator are limited in scope to collecting 
and preserving property of the dece 
dent pending the appointment of a per- 
manent administrator. 

Under ordinary probate practice, 
where there is no executor, administra- 
tion will be granted, on request, to hus- 
band or wife or next of kin, and a bond 
required. 

* * * 

It is a duty of the executor or admin- 
istrator to collect all of the assets of the 
estate and to prepare an inventory. The 
court appoints appraisers who are 
charged with making valuation, as of 
the date of death of the testator, of the 
items shown in the inventory. 

Before making distribution of the rest 
and residue of the estate the executor or 
administrator must pay the debts, 
claims and charges in order of legal 
preference, and if there be a will, of 
specific and general legacies. So-called 
preferred claims are expenses of funeral 
and of last illness, and administration 
charges. It is to be noted that inherit- 
ance or transfer taxes are not deduct:- 
ble in the determination of the net 
estate subject to the federal estate tax; 
a decision to this effect in the U. S. 
Supreme Court having been rendered so 
recently as May 16, 1921, in the case o! 





those States. For particulars 














ARE YOU THE MAN? 


If you are the right man you would be interested in the proposition of 
one of the larger Canadian Companies, up-to-date in every way as 
regards policy and agency contracts, which now operates in Michigan, 
Ohio, Illinois and Pennsylvania and wishes to extend its operations in 


Address 49-L, Care The National Underwriter 


Stating age, life insurance experience and other particulars of fitness. 
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N. Y. Trust Company et al. vs. Mark 
Eisner. 
°° 6 « 

In general there is no time fixed by 
statute for final settlement of the ac- 
count of an executor or administrator, 
but from six to twelve months are al- 
lowed for the presentation of claims of 
creditors. 

The powers of the probate court, or, 
as in some states, the surrogates’ court 
or orphans’ court or court of ordinary, 
are defined by the statutes of the vari- 
ous states. Such courts take proof of 
wills and admit to record properly au- 
thenticated copies of wills executed, 
proved and allowed by courts of other 
states. In general they have the power 
to grant and revoke letters testamen- 
tary and of administration and to ap- 
point and remove guardians and con- 
servators, and have jurisdiction over 
testamentary trustees. 2 


In some states an executor or admin- 
istrator, upon acceptance by the court 
of his final account, is not formally dis- 
charged, but, should occasion later arise 
whereby it is necessary for him to again 
act, as in case of discovery of additional 
property, he is able to obtain a certifi- 
cate that his appointment is still in full 
force and effect or that his appointment 
has never been revoked. 

The distribution of intestate estates 
involves only the division of the real 


and personal property according to the 
laws of descent or distribution of the 
state of which the decedent was a legal 
resident at the time of his death. In 
case of testate estates the courts may 
determine any questions arising as to 
the construction of wills. 
o 


Where the executor or administrator 
is a relative or a personal friend of the 
decedent, he frequently makes no 
charge for his services in settling the 
estate. A reasonable charge may, how- 
ever, be allowed by the probate court 
for any such service. 

As a rule the expenses of probate 
are not excessive, and in some states 
the court fees are defined by statute, 
varying with the size of the estate. 
Those who have acted in the capacity 
of an executor or administrator have 
perhaps been surprised to note the read- 
iness with which a person unfamiliar 
with probate proceedings is apt to be 
assisted by the court in connection with 
the presentation of papers and accounts, 
and it is well that such assistance 
should be freely given, taking into con- 
sideration the large number and differ- 
ent classes of persons affected who must 
avail themselves of the procedure pro- 
vided by statute. 

Court records are, as a rule, open to 
public inspection, as is evidenced by fre- 
quent notices in the press regarding the 
inventories of estate and beneficiaries. 























NEWS OF LOCAL ASSOCIATIONS 








Boston, Mass.—The Boston Associa- 
tion will have printed at the expense 
of the association blank forms for family 
budgets, suited to families of various 
conditions which may be used by all 
the members in canvassing business. A 
committee composed of Franklin W. 
Ganse, Earl G. Manning and Bryant 
Nichols will make up the sample budgets 
and present them at the next meeting of 
the association for adoption. 

The opening fall meeting of the or- 
ganization took a new form in being 
held in the late afternoon, at 3:30 o’elock 
with smokes provided. Formerly the 
association has held monthly luncheon 
talks. For this meeting President J. H. 
Soliday of the Franklin Savings Bank 
was present to speak on “Thrift” and 
T. T. Whitney, head of the investment 
department of Stone & Webster, to talk 
on investments and savings. Later sev- 
eral members outlined their impressions 
of the recent Cleveland convention of 
the National Association. 

* * * 


Dallas, Tex.—The first meeting of the 
North Texas Association for this year 
will be held about the middle of the 
month, when reports of the committee 
representing the association at the na- 
tional convention will be heard, the 
work of the past year reviewed the plans 
for operations for the coming year out- 
lined. The membership of the associa- 
tion now is about 750. 

The association plans an education 
campaign this year, using the columns 
of the press to inform the people gen- 
erally of its purposes and the necessity 
for life insurance. Members of the 
association are expecting much from 
Orville Thorp this year. They say last 
year he was devoting practically all his 
time to the National Association, and 
that this year he will aid the local as- 
sociation in doing the best work possi- 
ble. 

Another thing the association plans 
this year is taking the work to the mem- 

rs if the members can not conveniently 
attend the meetings of the organization. 
This will probably be done through a 
series of meetings held frequently in 
various sections of the district where 

» association membership resides and 
works, 

eS i: 

Cincinnati, O.—The Cincinnati Asso- 

tion at its meeting last week adopted 

olutions on the death of Jesse R. 
Clark, president of the Union Central 
Life, declaring that “the life insurance 
fraternity, locally and nationally, has 
lost one of its foremost leaders, the city 
of Cincinnati, one of its most patriotic 
and progressive citizens, whose attain- 
ments in business, social and national 
affairs exemplified the highest spiritual 


which will leave an impression in the 
minds and hearts of friends, associates, 
and citizens, and will bear its full 
fruitage in the Beyond.” 

The resolution was prepared by a 
committee composed of W. A. R. Bruehl, 
chairman, Emmett C. Peebles, John L. 
Shuff, E. J. Wohlgemuth, Harry Walter 
Hutchins, Charles J. Stern. 

- *« * 


San Francisco, Cal—At the annual 
meeting of the San Francisco association, 
Jay Allen Fiske was elected president; 
Sol J. Vogel, vice-president; A. V. Bay- 
ley, Jr., secretary; S. B. Thompson, treas- 
urer. The executive committee consists 
of Russell B. Field, M. Harold Casey, 
Arthur J. Hill, A. H. Bean, W. G. Eader, 
R. M. Beckley and Fred S. Stripp. 

All the new officers are field men. In 
the past it has been the custom to 
have one or more managers or general 
agents on the official list. Mr. Fiske, 
who is assistant to the general agent of 
the Aetna, comes the nearest to that 
class of life insurance man of any of the 
new officers. He is a personal producer 
of merit and has long been considered 
one of the best posted life men in Cali- 
fornia. 

* * * 


Roanoke, Va.—Gaylord Davidson, star 
producer for the Shenandoah Life of 
Roanoke, Va., was the guest of honor 
of the Roanoke association this week. 
He was the winner of the first prize 
essay in the contest conducted by the 
National Life Underwriters Association. 
The cup was presented to him at the 
time of the banquet and in his response 
he took occasion to give great praise to 
the work of the national body in promot- 
ing the association movement through- 
out the country. He said that the 
officers and leaders in the national organ- 
ization are giving much time, thought and 
money to it without hope of reward ex- 
cept the satisfaction that they are doing 
something to promote life insurance 
business. He said that the officials of 
the National association have always 
been men of vision and genius. The 
association has brought life insurance 
field workers together in a more intimate 
way. It has promoted good feeling and 
good practices. 

Ss 2 © 


New York.—Under the new adminis- 
tration of the Life Underwriters Asso- 
ciation of New York the program of 
the organization for the coming year 
will be focused upon the interests and 
problems of the solicitor, the desire be- 
ing to so assist the agent that he will 
render a larger measure of service to 
his clients. The association will also 
endeavor to eliminate illegal and un- 
ethitical practi¢es in the business. The 
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The Connecticut Mutual 
Life Insurance Company 

Hartford, Connecticut 
1846 1921 


Seventy-Fifth Anniversary 
shows 





An unsurpassed record of liberal and 
upright dealing in service to its policy- 
holders and unswerving devotion to 
the highest principles of life insurance. 
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QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal uipment, who is 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











“SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT ° MONTHLY INCOME INSURANCE, 


3] ote LATEST POLICIES AND AGENCY CONTRACT #71): 87-\ne 
Openings OHIO, IND, KY. MICH. and W.VA. Write Columbas 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 


Ey ey ee ee ee eS 5 an Re $ 24,143,510.56 
Liabili et tees ihe cea sbee at cuss dwad ok odeaibas 21,803,452.41 
ESSERE LE TE LE TORN RE Oe? aE 2,340,058.15 
Insurance in Force................. Rbiva nes ekeaile thpcaeennece 207,301 ,719.00 
Payments to Policyholders........ Sr epee 
Total Payments to Policyholders Since Organization................ $25,823,269.97 


John G. Walker, President 


a. 














attainments of a Christian gentleman, 


(CONTINUED ON PAGE 20) 





THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "“pcj;,2s"* Pittsburgh, Pa, 






























THE NATIONAL UNDERWRITER October 6, 1921 





SAVINGS INSURANCE Sarre a re 


1 z PLAN iS DISCUSSED 
reat Southern Life |) corer" |] pes momes 
and the Metropolitan Ate have also 
vocently apart in an enterprise — LIFE AND 
Insurance Company Geul, ‘Yhere ts she the Griawed glen, ANNUITY 
Pittsburgh Plan 
HOUSTON-DALLAS “*The rege ect Savings Plan’ COMPANY 


“ce ’ oy Py ad is a 4 per cent savings account with the 
Texas’ Hundred Million Dollar Company ee Se seiaaaaiai 
. ° ° burgh combined with life insurance in We will insure the whole 
Has never issued a policy with the Equitable Life, based upon monthly Any plan, any age, either sex! 
Double Indemnity deposits over a 120 months period. The 
Premium Reduction monthly deposits vary as follows: 
Coupons $7.45 between ages of 18 and 40 years. This te a service our men 
Group Insurance $7.59 between ager of 41 and 45 years. appreciate these days. 
(No frills or trimmings) $7.84 between ages of 46 and 50 years. If it appeals to you, write 
Issues only “The insurance is a decreasing term 
. policy, the insured always being protected 
Plain, Simple Contracts for the difference between the amount HOME OFFICE 
Full Reserve Values which stands to his net credit in his sav- 
(Cash, Paid Up or Extended Insurance) ings bank book, and the amount which he DES MOINES «-T Bide.) IOWA 
Full Total Disability Benefits — contracts to save. 
Monthly Income Payments to Beneficiaries a 


in All Approved Forms. “The operation of the Gesell plan does TERRITORY 


. : : not materially differ from the People’s UTH 
We offer no inducements to agents except prompt service and fair Insured Savings plan, except that a dif- so DAKOTA 
treatment. All business conducted on strictly cash basis. ferent rate prevails for each age, and i 
the case of death, instead of paying the 
O. 8. CARLTON, President, Houston insurance to the beneficiary direct, as the 
E. P. GREENWOOD, Vice-President, Dallas Equitable does the Lincoln National Life You R NAM E 


contracts to pay it direct to the bank to 


be added to the savings account of the 
deceased. a4 












































“The Grizzard plan, operating in several 


cities, is essentially the buying of life in- Advertising Pencils Build 


surance, of any kind, from a choice of 


° several companies, on a monthly payment Good Will and Bring Results 

e 00 S$ ree a esmans p basis. If the depositor lives, at the ma- Turn your prospects inte 

turity of the policy he receives its cash customers and your cus- 

surrender value. The policy matures at tomers into friends b 
once a “1. ¥ —_ en 7 ny ee resenting them wit 
* ° . : H is reached. think the big idea domi- soho sat 

The Same Salesmanship will sell more if the thing sold is what nating this plan is recognition of the fact re, — my - 

the potential buyers want. that many people fail to buy life insur- with your advertisement. 


P : : ance because they hesitate to commit sos 
The Life Insurance company that appreciates present condi amis te adel souiiene on . No other advertising spe- 


tions will make its policies attractive. nually. In a line it is the popularizing cialty costing so little 


° , of Life Insurance paid for monthly. or, > = useful to 

The Farmers National Life Insurance Company has a Com- everybody 20 sure to be 

plete line of up-to-date policies that includes policies that can be Harris’ Chicago Plan ~~ dy See pene pg 

written on any age from one day to sixty years; Policies that con- “The Harris Trust & Savings Bank ing impression on the minds 

tain the Accidental Death Benefit without exceptions and the -_ Pgs <5 is as oe —_ of those who get them. 

a | Income Total Disability Benefit; Monthly Income and ene hg peste mie Prep Haven Samples and quotations on request 

Yearly Income Policies; Policies maturing as endowments at age ing according to the age of the depositor, ds “Ad” in the hand is worth 1000 
60 and at age 65; Child’s Educational Endowment Policy; and and the usual medical examination by the im the waste basket 

“the two greatest ever” — the “Guaranteed Options” Policy and rag et pa ext — a NORTH AMERICAN 

“ . ” . policy 1s delivere to e Dank, an 1e In 

the “Complete Protection” Policy. trust by ~ bank. The insurance offered on CL WORKS 

; is in Ohio. Indiana under the Harris plan by the Mutual Life es “o My Te 

I can offer you as good territory as there Ohio, is ordinary life insurance, and the buyer 


Illinois, Missouri or Iowa. Write me—right now. of the insurance has the option, after 
completing the payments at the end of ten 


. , of eith ing his val i 
iene, cash by withdrawing the amount on de- |] FEDERAL UNION LIFE 


posit in his savings account and turning 
FARMERS NATIONAL LIFE _|j|*iesiateSiS°'e"SA"m || Hnewrance Company 
INS CO render value, or he may withdraw the Cincinnati, Ohio 
" a amount in the saving account and continue — . . 
Farmers National Life Building a life policy, paying the premium based hoe eatocty Cteating tates 
on ala - the — .° policy was ey for Increasing 
ere originally taken out when he went into our Income’”’ 

3401 Michigan Ave. CHICAGO, ILL. the plan at the commencement of the ten 
ond a ——— a physical — and would be pleased to send a copy to every 

nation. e insurance is continued ac- Life, Fire and Accident Agent i 
cording to this option, the policy is de- “a , as 


livered by the bank to the depositor, who || Ohio, Illinois and Kentucky 
Agency Co-operation then pays his premiums direct to the in- 


r P i er ‘ . surance company. 
through direct mail advertising is just one of the features which give “The policy that the Harris Co. issues 


Fidelity field men a distinct advantage. Last year we distributed 41,341 also contains a ‘Total Disability’ clause, 
direct leads—all interested prospects who requested information. This under which, in the case of a $10,000 The Accumulation Policy 


service, and its original policy contracts, enabled Fidelity to show an an ae Se eee og 
increase of 28.35 per cent. in paid business last year. and upon his death the beneficiary would 
Fidelity operates in 40 states. Full level net premium reserve basis. receive $10,000, the face of the policy. 


. * hull * Also, in case of death by accident, the e 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. aed dn double the fH. y Bm Specimen Rate 


A few openings for the right men. “The Colonial Trust plan, of Reading, $31.90 per $1000 
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er Coie Tuibot, Precident. _ factor, the insured paying for the con- creates increasing benefits each year. 
“ stant and unvarying quantity of insurance As a seller it has no competition. 
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j"Bany to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a | | the event of his death before the expira- NATIONAL LIFE ASSOCIATION 


buyer of “Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. $1.00. The tion of his savings contract, he would . lowa 
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is a combination of insurance 
and investmentin a new sense. 
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to his account, plus the full amount of 
the insurance for which he has paid. 

Is it practicable? My answer is, yes. 
With the forms which we invented and 


use, the mechanical operation is relatively 
simple, capable of being operated by 
average clerks. The adoption of the plan 
automatically selects patrons for the bank 
who contract to be customers for a period 
of ten years. Their accounts are grow- 
ing each month, and in most cases they 
come in personally each month. A great 
many bank accounts are the result of an 
impetuous moment, and remain dormant 
and forgotten. Those who come into this 
plan know in advance that they are adopt- 
ing a ten-year pregram; that they are 
taking a definite monthly obligation; that 
default imposes certain penalties. In 
ohter words, they think before commit- 
ting themselves, which automatically gives 
to the bank a selected class, which feels 
reasonably sure of its ability to fulfill the 
contract. 
Gives Selling Idea 
“The most important thing, from a 
bank’s point of view, is that this gives to 
him a definite and concrete plan on which 
to sell his Savings Department—some- 
thing which has been lacking heretofore 
in the American thrift program. Savings 
advertising generally has gone a little stale 
in spite of the impetus given by the war. 
What is needed is a new note—something 
striking and interesting besides being 
fundamentally wise and safe. So, with 
combined savings and insurance, the 
banker approaches his public with a defi- 
nite amount to be saved, a definite time 
in which to save it, a definite amount 
which can be withdrawn at any given 
time, a definite assurance of the ultimate 
goal being reached, the comforting prom- 
ise of protection for loved ones, and all 
for a small monthly deposit well within 
reach of the average pocketbook. It gives 
the banker a merchandising proposition 
and removes the necessity of exhortation 
and usual platitudes to induce people to 
adopt a thrift program. 


General Interest Exhibited 


“The interest exhibited by the bankers 
in the plan may be gathered from the fact 
that we have received hundreds of letters 
from nearly every state, first asking for 
particulars, and then for definite advice 
as to how to adopt it. 

“A combination of a savings account 

with a life insurance policy, secured by 
small monthly deposits, presents to the 
average man and woman of modest 
means, a concrete schedule with a desig- 
nated goal, which has heretofore been 
lacking. The average person too fre- 
quently becomes discouraged in building 
a savings account because the goal at 
which he aims seems too remote. The 
insurance feature tends to bridge this gap 
in the person’s mind and spurs his de- 
termination to sustained action, because 
while he is saving for himself, he is also 
protecting some loved one. 
_ “The ineligibility of many people for 
msurance caused some thought as to 
whether their rejection would create any 
bad feeling. Not so. We had, of course, 
a certain class which applied for insur- 
ance, which was rejected, but these 
People in most cases knew in advance 
they were poor risks and hence were not 
surprised when the doctor told them so. 
A years experience has developed the 
fact that any such fear is groundless. The 
good will and word-of-mouth advertising 
which the successful applicants give to 
our bank and proposition, far outweigh 
any adverse criticism by those rejected. 

“At first we were doubtful as to how 
the physical examination, necessary to 
secure the insurance, would be received. 
The people seemed to understand this as 
a matter of course and did not object. 


Insurance Viewpoint 


“Before writing this I asked various in- 
surance companies who are active, or who 
have indicated their intention of becom- 
ing active in this idea, for their candid 
expression as to the merits and demerits 
of the plan. The whole proposition is an 
innovation with them, and they hesitate, 
in view of their lack of much experience, 
to comment upon the desirability viewed 


fact, however, that there is a very well 
defined willingness on the part of several 
of the great insurance companies to feel 
their way in this new phase of American 
thrift, indicates that the proposition ap- 
peals to them with considerable force. 

“To date, viewed from the Under- 
writers’ angle, there are three methods in 
force: 

“First—One under which a reducing 
term policy of life insurance is issued for 
an amount equal to the difference between 
the accumulated savings to date and the 
ultimate amount. 

“Second—The issuance of a term policy 
for a level amount equal to the ultimate 
amount of accumulated savings. 

“Third—The issuance of an Ordinary 
Whole Life Policy for the ultimate amount 
of savings. 


Ordinary Form Best 


“As to the choice of these three, Vice- 
President Johnston of the Prudential 
writes as follows: ‘In the first case men- 
tioned, the insurance is a diminishing 
amount and runs out at the time the de- 
posits mature. This is obviously the 
cheapest plan from the standpoint of the 
depositor, but, in our judgment, is un- 
desirable from the standpoint of the in- 
surance company, inasmuch as the ulti- 
mate amount of insurance is so small 
that the relative administration expenses 
become disproportionate. 

“*The second plan calls for a slightly 
larger monthly payment than the first 
plan, but has the advantage of carrying a 
level amount of insurance during the 
entire time of the deposits, and the idea 
we have had in mind in connection with 
this particular plan has been to issue a 
policy which might afterwards be con- 
tinued on some permanent form. This 
would probably be more convenient to the 
depositor in that being relieved of his 
monthly payments he would be in a better 
position to take care of the increased pay- 
ments on a life policy on some permanent 
form. 

“‘The third plan is the most desirable 
one from the standpoint of the life in- 
surance company and is much less com- 
plicated.’ 


Agents No Longer Hostile 


“In the beginning there was some 
concern as to the attitude of the insur- 
ance agents. We thought they might 
feel we were infringing and would be 
hostile. A year’s experience has proved 
such fears to be groundless. At first 
some agents expressed dissatisfaction, 
but they soon saw how thoroughly our 
literature promoted the discussion of 
life insurance in general and caused peo- 
ple to think and talk about life insur- 
ance who never before had given the 
subject consideration. It would be hard 
to find an agent in our territory, who 
would honestly say that the ‘Insured 
Savings Plan’ has affected his income. 
On the other hand, it is not uncommon 
to hear agents assert that people have 
opened up the discussion of life insur- 
ance with them by introducing the sub- 
ject of the insured savings plan, which 
has resulted in the buying of policies 
direct from the agent. The general 
agents of companies competing with the 
Equitable in Pittsburgh, are not antag- 
onistic to the proposition, and in many 
instances have gone so far as to write 
expressing their commendation of the 
idea. The principal reason why we have 
had no opposition from agents is that 
we spent a year preparing our plan and 
carefully considered this angle as well 
as others. No bank can put this idea 
to work without long and careful prep- 
aration. 


High Acquisition Cost 


“So far, each $1,000 account has cost 
us about $7.00. This figure althought it 
may seem high, must be considered 
with the facts that the account is a ten- 
year account; that it is constantly grow- 
ing; that if it does not lapse it will have 
an average balance of about $500.00 
over the whole period, and that we have 
a splendid chance of securing all of the 
other banking and trust business of the 
customer. 





GreatRepublicLife Insurance Company 
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Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 
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Texas 


H. 3. BRIDGEWATER 
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International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 
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The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 
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“Consider also that the initial promo- 





from the underwriter’s standpoint. The 
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More Than 1'4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 




























The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 


Dr. W. O. Thompson, President 


H. B. Arneld, First Vice-Pres. and Counsel a. Steinman, Secretary 

Dr. E. J. Wilson, Vice-Pres. and Med. Directer & & Barre Asst. Seoretary 
4. D. Price, Vice- President 4. Chas. Rietz, Actuary 

F. R. Huntington, Treasurer 1. G. Menree, Supt. a of Agencies 





























THE TWIN CITY LIFE 


Insurance Company 
SAINT PAUL MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 
A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 

































RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable end 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 


















ECRET OF OUR We have a contract for you under which your 

UCCESS IS : : “ieee i de 

ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


















tion expense includes heavy cost of get- 
ting up original books and forms, cabi- 
nets, traveling expenses, original adver- 
tising, drawings and plates, etc., etc., 
the duplication of which will cost very 
much less. Also consider that the mo- 
mentum created by our initial expendi- 
tures will secure us with a very slight 
additional outlay much new business. 
Taking all of the foregoing in conjunc- 
tion with the tremendous general adver- 
tising value which the introduction of 
the plan gave our institution, I do not 
think that the cost of securing this new 
business is exorbitant. Were we to dis- 
continue the plan now and charge its 
whole expense off to advertising, we 
would be well repaid for our time and 
money by reason of the great publicity 
and good will resulting from bringing 
out the idea. The business men gener- 
ally were quite as enthusiastic as we 
were over the plan, and we met the 
warm commendation for introducing a 
new and practical method of encour- 
aging thrift——a commendation which 
spread over to our other departments. 


Not Selling Insurance 


“We were particularly careful to im- 
press upon the public in all of our ad- 
vertising that we were not selling in- 
surance, but savings accounts. This is 
most important to remember. While 
we featured, strongly, the insurance end 
of it, we made it incident to the savings 
account. 

“You will note when you read our 
booklet, the simplicity of language used. 
It sounds like a primer. One of the 
hardest things we had to do was to 
present the proposition in one syllable 
words, so that it would be grasped by 
the average mind. In passing, may I 
say that much of the advertising matter 
issued by banks is written away above 
the heads of the average person? 

“We used liberal newspaper space, 
street car cards and mailed the booklets 
to a selected list; and the response was 
instantaneous. I understand that the 
Harris Trust & Savings Bank is organ- 
izing, or has organized, a corps of per- 
sonal solicitors who intend to sell it by 
canvass, and I await with interest the 
result of their experience. This propo- 
sition is like every other good proposi- 
tion—you can get a thousand to agree 
mentally that it is a wonderful thing, 
where you can get ten to act upon their 
favorable conclusions. We have tried 
advertising exclusively, and now that 
the Harris is about to try personal so- 
licitation, a comparison of notes in the 
near future will be extremely interest- 
ing in deciding which is the better and 
cheaper method of putting the proposi- 
tion over. I think, probably a. combina- 
tion of the two methods will be ideal if 
expense can be kept within reason. 


Popular With Public 


“The eagerness with which the people 
accepted the idea, and the enthusiasm 
with which they talked about it after 
they were in, has convinced us that the 
plan is fundamentally sound, at least 
viewed from the bankers’ and the de- 
positors’ angle. 

“When starting we said if we secured 
2,000 accounts during the first year, we 
would be satisfied; as the introduction 
of a new idea involving as many details 
as this does, is an educational proposi- 
tion, taking a long time to make it stick 
in the minds of the public. At that time 
we did not fully anticipate the tremen- 
dous industrial depression which was so 
shortly to follow with the enormous de- 
crease in payroll incomes among the 
people to whom we were appealing. 

“This plan has been in operation with 
us since Oct. 9, 1920. Up to the time 
I left Pittsburgh we had opened 2,940 
accounts contracting for deposits of $2,- 
940,000, which of course means the writ- 
ing of this much insurance. Also 172 
persons applied but were rejected for 
physical reasons. 


Low Lapse Ratio 


“Out of the 2,940 accounts obtained 
to date, 73 have lapsed and 172 closed. 
This is a small proportion, in view of 
the acute industrial depression in Pitts- 
(CONTINUED ON PAGE 20) 
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The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over | 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more thania | 
the previous year. The amount paid to policy 
holders during the year was over $4,388,000. 
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General Managers 
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MODERN BUSINESS GETTING METHODS 








Some Good Tests of Salesmanship in 
Canvassing for Business—Effect of 


Active and Passive Voice on a Sale 


By JAY ALLEN FISKE 


Assintant to General Agent of Aetna Life at San Francisco 


VERYONE is a salesman. The 
E butcher, the grocer, the jobber, the 

merchant, the banker. It is also 
true that real salesmen are born, and 
that the distinguishing characteristic 
between salesmen is whether or not his 
actions and his attitude are in the 
passive or the active voice. Now, my 
point is a demonstration of this fact. 
First, we will discuss the question of 
the approach. More than 60 percent of 
the sale is dependent upon the approach. 
In the first few seconds, while the mind 
of the salesman is searching for charac- 
teristics of the prospective buyer, don’t 
forget that the buyer is also formulating 
his opinion, and his judgment of the 
salesman. He is just as good a student 
of human nature and is just as thor- 
oughly able to judge as is the salesman 
himself. 


Two Minds Are Meeting 
in the Approach 


In these first few seconds of the ap- 
proach, two minds are meeting. Two 
minds are registering impressions of 
each other. The conclusion of each will 
show in the countenance of both, and 
the attitude of the prospect towards the 
salesman will be a reflection of his judg- 
ment of the man who is making the ap- 
proach. 

And now for a demonstration of the 
active and the passive voice in sales- 
manship. Quoting from a personal ex- 
perience: I called upon a man whose 
reputation for discouraging salesmen 
was well established. But he had a char- 
acteristic frankness and desire for 
truth. This, I knew of him. His answer 
to my introduction of the subject was: 
“T have all the life insurance I want. 
T have more than I can carry. I haven’t 
any more money to put in life insur- 
ance.” And with these remarks in the 
active voice he signified the end of the 
interview. But I answered him in this 
way (with a certain amount of serious- 
ness): “Now look here—my success in 
this business is dependent upon ability 
to talk to people like yourself. I have 
had this same sort of an answer from 
dozens of people in the last couple of 
months and yet I’d like you to see an- 
other point of view. It isn’t possible 
for a life insurance man to accept this 
kind of an answer. It doesn’t mean any- 
thing. You may not believe in life in- 
Surance. Therefore, if you had $1,000 
worth or maybe $2,000 and didn’t be- 
lieve in it, you’d have all the insurance 
you wanted. You'd have all you could 
afford to carry. It would be foolish for 
you to invest any further premiums in 
it. On the other hand, if you are simply 
using this defense for the purpose of 
discouraging insurance men I'l give 
you a good tip. You can frighten the 
next life insurance man away. Here's 
the Prescription. Answer this way, 
Sure, I'll be glad to have some more 
‘le insurance. I’d like to take a lot of 
it—but I am very sorry that my heart 
ive a beat now and then, I’ve got a 
um pump.’ Now, that is the way to 
righten life insurance men away.” 

Analyze this a minute, these words 
Were descriptive of the very thing he 
- hathee 2 to do. The frankness and 
him 7 ulness of it all appealed to 
wee and on whee he found that he 
hn erstood—the humor of the sit- 

‘on appealed. The rest of the ap 
Proach was easy. 








| to be listed among his assets. 





Another demonstration of the active 
and the passive voice: A _ well-to-do 
business man and farmer, genial per- 
sonality, courteous, was likewise diffi- 
cult to approach on the subject of life 
insurance. I prepared a whole day for 
the conversation I was going to deliver 
to him, and arrived at his place about 
7:30 on a summer evening. Try as 1 
might I couldn’t get him to take me 
in the house to talk life insurance. He 
kept telling me how beautiful the vine- 
yard was in the twilight hours, and by 
his silent insistence and cordiality drew 
me out among the vines. Everytime I 
delicately approached the subject of life 
insurance he became attracted by some 
wonderful bunch of grapes, and break- 
ing off a bunch would hand them to me. 
I was eating grapes—and in a few min- 
utes I had two arms full. I'll admit to 


| you that he had me distinctly in the 


passive voice. Every part of the inter- 
view had been controlled by him. 
went home quite discouraged and wor- 
ried about it all the next day. The fol- 
lowing night after the sun had gone 
down (I did not want any more beauti- 
ful vineyard) I went back. 





| sting of 





Knocking on his front door, this | 
courteous, genial man wore a frown. | 
He was rather slow in inviting me in. | 


But turning to the active voice, I said | 
to him, “Last night I came here with | 
a proposition worthy of consideration. | 
The thing is right, but you prevented | 
discussion. You had me eating grapes | 
—and carrying grapes—and of course I 
couldn’t talk. Now, I am suffering the 
defeat, and not satisfied. I | 
came here tonight because I believe you 
should have life insurance. I want you 
to sit down with me now this evening | 
and discuss it. If you can’t be con- 
vinced now, I'll never come uninvited 
to talk to you again.” The proposition 
was fair, he couldn’t help but respond. 
We sat down for two or three hours’ | 
conversation. His wife was there, and | 
two or three of the little children. He | 
finally turned and said, “Well, I think | 
I’ll buy some life insurance.” Then to 
his wife, “Mother, what do you think 
about it?” The countenance of the wife 
reflected her emotion. Her answer was, 
“Well, Edgar, I never expected to get 
anything out of your dead body when 
you’re gone.” Instantly the thought 
came and I said, “Now, Mr. B, that is | 
not a fair question. Let us reverse it. 
Suppose your wife had said to you this | 
morning, ‘Edgar, I want you to go| 
down town and take out some life in- | 
surance, because when you are dead I | 
want to get some money out of it.’ Of | 

| 

i 


course you wouldn’t. The stubbornness 
of character of every man and the un- 


| justness of the proposition would in- 


stantly appeal. But look here, Mr. B, 
if you want the correct answer to this 
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COMMENT ON BENEFICIARY PROVISION ite 








HE Phoenix Mutual 

company paper comments on a 

change that it has made in its 
beneficiary provision. In commenting 
on the subject it says: 

Whether a policy is to be payable in 
one sum or in accordance with the pro- 
visions of a settlement agreement, it is 
advisable as a rule for the insured to 
reserve the right to change the bene- 
ficiary, if the beneficiaries named in the 
contract are minors or are the children 
of the insured as a class. By means of 
such a reservation, it is possible for the 
insured to retain control of the policy 
and to use it in any transaction without 
being compelled to wait until all the 
beneficiaries are of age or to go to the 
expense of having a guardian appointed 
for the minor beneficiaries where such 
course is possible. This is so important 
that the company has practically in- 
sisted that the right be reserved by the 
insured to change the beneficiary under 
any policy written in favor of minors, 
especially where settlement agreements 
are involved. 


The United States Supreme Court has 
held, however, that where the right to 
change the beneficiary has been reserved 
by the insured, the cash value of the pol- 
icy passes, in the event of the insured’s 
bankruptcy, to his trustee and that it is 
In conse- 
quence, the nature of an insured’s busi- 


ness often makes it appear advisable for | 
insurance | 


him to protect his family 
against the claims of creditors so far 
as it is possible. 


Many times this has led to a perplex- | 


ing question in cases where the wife and 
children of an insured are to be named 
as beneficiaries under his policies. Ob- 


viously, in quite a few cases, the wife | 
should be given some measure of pro- | 


tection in the event of the insured’s 
bankruptcy. Yet, 
policy forms, the insured canngt reserve 
the right to change the beneficiary with- 
out having that reservation apply to the 


interests of all the beneficiaries. On the 


other hand, the insured cannot renounce 
that right without becoming involved in | 
the question of minor beneficiaries. 


Life in its | 


| policy, no assignment, pledge or release 





under the standard | 


| the limited change of beneficiary provi- 


Accordingly, the company has devel- 
oped a form of indorsement for standard 
policies which has been designed to meet 
the situation so far as possible by limit- 
ing, during the lifetime of an adult bene- 
ficiary, the right of the insured to change 
the beneficiary or to take any value 
under the policy. This form is called the 
“limited change of beneficiary provision” 
and reads as follows: 


“It is understood and agreed by all 
parties hereto that, during the lifetime 
of any beneficiary designated herein as 
irrevocable and while any benefits here- 
under are payable to such irrevocable 
beneficiary, the right reserved herein to 
the insured to change any beneficiary 
hereunder may be exercised by the in- 
sured only by and with the written con- 
sent of said irrevocable beneficiary and 
any assigns of the same, to be evidenced 
by the signature of the said irrevocable 
beneficiary and assigns on any notice of 
change of beneficiary filed with the com- 
pany. 

“It is further agreed that, 
standing any other provision of 


notwith- 
this 


of this policy (except for the purpose of 
paying any premium and/or interest 
hereunder) made by the insured during 
the lifetime of and while any benefits 
hereunder are payable to said irrevoca- 
ble beneficiary, shall be valid unless the 
said irrevocable beneficiary and any as- 
signs of the same join therein.” 


Particular attention is called to the 
following effects of such an indorsement: 


(1) No change in beneficiary can be 
made and no value taken except on the 
joint signatures of the insured and the 
irrevocable beneficiary (or the assigns of 
the same), as long as the irrevocable 
beneficiary is living and any benefits are 
payable to her under the contract. 

(2) Upon the termination of the in- 
terest of the irrevocable beneficiary, by 
death or otherwise, the insured acquires 
full power to change any beneficiary or 
obtain any value on his signature alone. 


In order to secure the indorsement of 


sion on a new policy, Question 21 (c) 
of the application should be answered, 
“Yes, but only with the consent of Mary 
Phoenix, my wife.” 





question ask your wife if she don’t 
think that it is a very good thing for 
you to cover the possibility of your pre- 
mature death for the benefit of your 
children?” You should have seen the 
change that came over the mother’s ex- 
pression. You should have seen the 
light of her eyes when she thought of 
her children, and her answer was, 
“Why, I think it the thing you should 
do.” And likewise this interview ended 
in success. 


Bring in Points That 
Appeal to Prospect 


It is not difficult for a salesman to 
change the interview from the active to 
the passive voice. Talk to a man about 
his business, about his wife, his chil- 
dren, his plans, and his ambitions. 
These are the things that he has the 
greatest interest in. And the nature of 
the discussion will always appeal to 
him. Draw him out about his plans for 
his family, about the plans for the de- 
velopment of his business. Get him to 
talking about himself. Let him state his 
objections to life insurance. They are 
always the best arguments in the world 
as to why he should have it. Be court- 
eously persistent. Know your case. Be 
sure of your ground. When he tells you 
he don’t want it, point out some definite 
reason for it. Offer him only one propo- 
sition. Pay enough attention to the 
thing you recommend to drive the point 
home. Of course he'll buy life insur- 
ance. There are hundreds of men just 
waiting to be approached in the right 
way, at the right time, by the right man. 
Everyone likes to decide for himself, 
even if he only thinks he is deciding for 
himself. Make it more natural for him 
to accept the proposition than to reject 


A life insurance salesman more than 
any other kind of a salesman must blaze 
the trail. He must be a leader of 
thought and ideas, but above it all he 
should be possessed with the love of his 
work and with a belief in the ideals of 
the great institution of life insurance so 
embedded in his personality that it al- 
most becomes his religion 


Peculiar Confidence | 
Shown by Policyholders | 
HERE is a peculiar confidence held 
by life insurance policyholders in 
their companies. This is illustrated by 
the following incident: Joseph Gray, 
general agent for the New England Mu- 
tual at San Francisco, sent a circular 
letter to policyholders suggesting addi- 
tional insurance and Gio. Joseph Leon- 
ardini, insured for $1,000 on the 20-year 
endowment plan, returned the letter 
stating that while he was a very poor 
man, he was glad to enclose $2. Nat- 
urally Mr. Gray could not understand 
just what was meant and referred the 
matter to another policyholder, F. J. 
Paine, cashier of the local bank where 
Mr. Leonardini worked. Here is the 
reply of the banker: “I saw Mr. Leon- 
ardini today and learned that he did not 
want additional insurance just now. 
The $2, he explained, as being due to a 
misunderstanding of the company’s let- 
ter to policyholders. It seems that he 
cannot read and his little girl read it 
for him. Somehow they got the idea 
that the company was in need of money. 
As he was a poor man $2 was all he 
could afford to give. No doubt the com- 
pany will appreciate what a friend it 
has in this loyal policyholder. Mr. 
Leonardini gave the name of his son, a 
boy about 18 years of age, as likely to 
want insurance, so if he could get in 
touch with him you may write him.” 
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Every father is interested, first: 
in the welfare and education of 


his children. But only few are 
able to provide this education. Child’s 
Endowment provides an education in an 
easy way. 


Wy (pb 


OF DES MOINES, IOWA. 


We isewe all standard forms of Life Insurance Policies. Every policy protected by Deposit of Full Legal 
Reserve with the State of Iowa. 


FOR OVER SEVENTY YEARS 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the 
best possible life insurance protection at the lowest possible net cost. 
That it has succeeded is shown by the enviable reputation which 
the Company enjoys among those who buy insurance and among 
those who sell it. Efficient service and a square deal for everyone 
have been its watchwords for over Seventy Years. They will be its 
watchwords throughout the years to come. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 











1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








District Managers for 


WAN T E. D Good Locations in Ohio 


Write the Home Office for further particulars. Here's an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 














SAVINGS INSURANCE PLAN UP 
(CONTINUED FROM PAGE 18) 


burgh. Those who have withdrawn 
have assured us that they have done so 
through sheer force of necessity and 
will come back into it just as soon as 
their finances permit. 

“We have had no cases of lapse as a 
result of any misunderstanding or dis- 
satisfaction with the plan, which I 
think is a very significant fact. 

“The question may be asked whether 
or not the Insured Savings Plan, in- 
stead of creating new business, causes 
merely the shifting of funds from one 
account to another. It is true that many 
of our depositors availed themselves of 
the plan, but rarely by closing their 
regular savings accounts, and the very 
large majority of insured savings ac- 
counts thus far secured are new. 

“It is my judgment that if the In- 
sured Savings Plan,the general idea of 
combining savings accounts with life 
insurance, does not become a dominant 
factor in the American thrift program, 
it will not be for lack of acceptance on 
the part of the general public and prac- 
ticability from the banker’s point of 
view. The restraining factor in its uni- 
evrsal adoption will come from the un- 
derwriters. 

“I am not sufficiently versed in insur- 
ance to pass judgment as to the reason 
for the hesitancy which seems to mark 
the attitude of the insurance companies 
toward the rapid extension of this idea 
throughout the land. They seem to be 
willing to experiment with it, but 
whether the result of their experiment 
will justify them in going after this 
business in a big way, I do not know. 
But whether or not the idea prevails, I 
am convinced that the people will wel- 
come it wherever introduced, and if our 
institution has done nothing more than 
to teach the doctrine of systematic thriit 
to the many people whom we have al- 
ready secured, I shall be happy over 
the economic contribution we have 
made to our community.” 





| LOCAL ASSOCIATIONS | 

















(CONTINUED FROM PAGE 15) 
program arranged for the monthly meet- 
ings cover broadly methods of approach, 
selling plans and points, meeting ob- 
jections and the art of closing. Each 
subject will be covered to an able 
speaker to be followed by short pithy 
talks by salesmen. The subject for the 
October meeting, to be hold Oct. 17, will 
be “The strategy of the approach: Ana- 
lyzing the individual’s needs for life 
insurance,” the chief speaker being Vice- 
President J. A. Stevenson of the Equi- 
table Life. 

. * > 

Milwaukee, Wis.— Another forward 
step in organization efficiency was de- 
cided on at this week's meeting of the 
directors of the Milwaukee Association. 
Supplementing the adoption of a plan at 
the last annual meeting to place the 
activities of the association in the hands 
of a board of directors representing 
every company writing business in Mil- 
waukee, instead of in a diversified list 
of committees and sub-committees, the 
directors have now decided that each 
monthly meeting will be handled hence- 
forth by one of the directors. 

There are 24 directors and assignments 
for handling as many meetings are being 
made up. Each meeting will be entirely 
up to the director who is assigned to it. 

The October meeting is in charge, un- 
der this new plan of E. L. Carson, head 
of the Equitable agency. Mr. Carson 
immediately set to work to provide the 
program and all other necessary details. 
Similarly, the November meeting will be 
in charge of Gifford T. Vermillion of the 
Mutual Life of New York. The remain- 
ing assignments have not yet been made. 
President Olson and Secretary Gettings 
expressed enthusiastic approval of the 
new plan. 

In the interests of the more general 
activities of the association, the board 
proposes to work out some plans of in- 
teresting the students of the public and 
high schools in life insurance matters. 
It is hoped to have a program worked 
out, possibly in time for determination 
at the October monthly dinner meeting. 
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ARTHUR E. CHILDS 


PRESIDENT 


Paid Life Insurance for 
Year 1920 over 
$35,000,000.00 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 
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President 
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A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all ite Benefits, is unsurpassed for net 
low cost and care of interest of al] members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve- 
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